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Going Places La "Doing Things! 


We are great for teamwork at The Penn Mutual. When we set out to do a job, everyone 
joins in—which explains why so many new production records are being put on the 
books. And our business comes only from Penn Mutual underwriters—the 


company accepts no brokerage business. 


In March 1955 the Penn Mutual Field Force decided to ‘Test Its Muscles” with the 


following results: 


They surpassed the best previous paid month in the Com- 
pany’s history by $11,000,000. 


They increased business by 53% over March, 1954. 


They completed the first quarter of 1955 with a 35% plus 
over the corresponding quarter of last year. 


They presented their March accomplishments on a 51 x 16 
foot progress board, pictured above before the March, 
1955 figures were revealed, at the Company’s Top Pro- 
duction Club Conference banquet held at The Greenbrier 
on the night of April Ist. 


es ol This is a report of progress—the kind of progress that raises the sights of all concerned 
poh and helps fulfill our obligation to bring the benefits of life insurance to an ever- 
increasing number of Americans. I congratulate the members of Penn Mutual’s Field 
Force on their past accomplishments and even greater promises for the future. They 
are going places and doing things! 
MaLco_m ADAM 
President 
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Paid Bills Mean 
Peace of Mind 


Licensed in Each 
of the 48 States, the 
District of 
Columbia, All 
Provinces of 
Canada, Alaska, 
Hawaii, Puerto 
Rico and the Canal 
Zone 





O0000.00 


Paid in Benefits 


BENEFITS... that’s what folks want when they buy insurance . . . 
BENEFITS, plus prompt, local, personal service. 





MUTUAL OF OMAHBA has an outstanding record for prompt 
payment of benefits through 110 service offices located throughout 
the United States, Canada, Alaska, Hawaii, Puerto Rico and the 
Canal Zone. 


As of April, 1955, benefits paid by Mutual of Omaha throughout 
the years have reached a total of more than 630 millions of dollars. 
Since 1951 Mutual of Omaha has paid benefits at the rate of more 
than a million dollars a week . . . more than $1,400,000 a week in 
1954 and 1955. Benefits paid by Mutual of Omaha were 19% more 
in 1954 than in 1953... its previous highest year. 


For years Mutual of Omaha has maintained its place as largest 
exclusive health and accident company in the world. It led its nearest 
competitor by more than 21 million dollars in individual premiums 
in 1954. 


Mutual 


: 
% 
OF OMAH 





MUTUAL BENEFIT HEALTH & ACCIDENT ASSOCIATION 
The Largest Exclusive Health and Accident Company in the World 
HOME OFFICE: OMAHA CANADIAN HEAD OFFICE: TORONTO 


V. J. SKUTT, President 





THE NATIONAL UNDERWRITER, Life Insuranc 
year, No. 19, Friday, May 13, 1955. $7 per year (3 


e Edition. Published weekly by the National Underwriter Company, Office of Publication, 175 W. Jackson Blvd., Chicago, IIl., U. S. A. 59th 
years, $18); Canada, $8 per year (3 years, $21); Foreign, $8.50 per year (3 years, $22.50). 30 cents per copy. Entered as second class matter 


June 9, 1900, at the post office at Chicago, Ill., under the Act of March 3, 1879. 





surance. 


miums a 











atter 





Zte NATIONAL UNDERWRITER 


The National Weekly Newspaper of Life Insurance 


— 


59th Year, No. 19 
May 13, 1955 











Timetable Given for NAIC SSS 
Annual May 30-June 3 


The hour-by-hour program of com- 
mittee meetings and plenary sessions, 
and the topics that are to be taken up, 
are listed for the annual meeting of 
National Assn. of Insurance Commis- 
sioners, scheduled for May 30-June 3 
at the Biltmore hotel, Los Angeles. 

Matters exclusively of interest to 
fire and casualty insurance persons 
are not included. 

Monday, May 30 


9 am.—Subcommittee on 
manual revision; chairman, 
Connecticut, for Spellacy. 
10—Subcommittee on examination’s manual 
changes; chairman Bowles, Virginia. (1.) Sub- 
committee report of meeting December, 1954. 
11—Subcommittee on examination’s methods, 
practices and law; chairman, R. O. Hooker, 
Connecticut. 

11—Subcommittee on tontine policy con- 
trol; chairman, Pansing, Nebraska. 
1 p.m.—Subcommittee on Blue Cross-Blue 
Shield; chairman, Pansing, Nebraska. (1) Ex- 
tended maternity benefits. 

1—Subcommittee to study the subject of 
group life; chairman, Gillooly, West Virginia. 
1, Amending definition of group creditor life 
by striking the phrase ‘‘whose indebtedness 
is repayable in installments,” from the para- 
graph 2(a) of the definition, and striking the 
phrase “‘in installments,” from ‘paragraph 2(d). 
1—Subcommittee on uniform accounting, 
chairman, Navarre, Michigan. (1) Definition of 
inspection expenses and definition of acquis- 
ition, field supervision and collection ex- 
penses. (2) Industry uniform accounting com- 
mittee report on bases of allocation. (3) 
Functionalization of various operating expense 
classifications. (4) General revision of uni- 
form accounting instructions. 

2 p.m.—Subcommittee for the study of al- 
location of income & expense of life com- 
panies; chairman, Fischer, Iowa. 

2—Executive session, subcommittee to study 
NAIC constitution and by-laws; chairman, Bis- 
son, Rhode Island. 

Subcommittee for commercial 
funds & trusteed welfare funds; 
Navarre, Michigan. 

4-Subcommittee for tie-in-sales of insur- 
ance with mutual fund shares; chairman, 
Goebel, Kentucky. 

4-Executive session, subcommittee to study 
enlarging the functions of the assistant sec- 
retary’s office and methods of financing; 
chairman, Burt, South Dakota. 
4Subcommittee to study future sites for 
— meetings; chairman, Sheehan, Minne- 
30 

5—Subcommittee to study reserves for guar- 
anteed renewable A&H policies; chairman, 
Jackson, Maryland. (1) Principles governing 
the need for active life reserves in A&H in- 
surance. (2) Various classes of A&H policies 
considered from the points of view of pre- 
miums and renewability: (a) non-can, gen- 
eral to age 60 or 65 with right of contract; 
‘b) guaranteed renewable generally to age 
6 or 65 with right to change rate structure; 
‘c) substantially guaranteed renewable with 
tight not to renew for reasons stated in the 
contract (e.g. fraudulent statements, etc. 
3) Analysis of types of coverage granted un- 
der 2 above: (a) disability income in event of 
accident or illness; (b) hospital and surgical 
expense insurance; (c) accidental death (life- 
time or w> to age 60 or (d) disability 
income in event of accident; (e) major medi- 
cal, with respect to the need for active life 
Teserves. (4) Group A&H contigency reserves. 
5—Insurance sales on UV. S. military reser- 
vations in U. S. and the operations in foreign 
fields (John J. Courtney, special counsel for 
armed services committee, Washington D.C.). 


Tuesday, May 31 

9 am.—Executive committee; chairman, 
Taylor, Oregon. (1) Interstate commerce com- 
mission-proposed rules affecting state regula- 
tion of insurance. (2) Federal health rein- 
Surance plans committee reports. (3) Other 
matters regarding federal government. (4) To 
study enlarging the functions of the assistant 
Secretary’s office and methods of financing 
subcommittee report. (5) To study sites for 

NAIC meetings subcommittee report. 
{§) Special subcommittee report. (7) To study 
NAIC constitutional by-laws subcommittee 
Teport. (8) Blanks committee report. (9) As- 
sistant secretary’s report. (10) Recommenda- 
tion of an assistant secretary-treasurer for 
election by NAIC. 

10:30—Plenary session; President Knowlton, 
New Hampshire, presiding. 

1:30 p.m.—Blanks committee, reports to ex- 
ecutive committee; chairman, Robinson, Ohio, 
hs an, Wells, Indiana. (1) Report on 
lanks committee meefing March 28-30, 1955. 

1:30—Valuation of securities committee; 
Ei an, pausing Nebraska, vice-chairman, 

‘umphreys, Massachusetts. (1) Valuation of 
Securities subcommittee report. 


examination’s 
R. O. Hooker, 


pension 
chairman, 


XUM 


3—Federal liaison committee. Joint meeting 
with jurisdiction of FTC committee. (1) Elect 
chairman. (2) FTC proceedings against A&H 
companies. (3) To study the question of the 
FTC special committee report. (4) Establish- 
ment of fair practice rules and regulations by 
FTC governing advertising. 
(3) Report of nationwide survey of A&H com- 
mittee to study the question of the jurisdiction 
of the federal trade commission committee; 
chairman, President Knowlton, New Hamp- 
shire. (1) Report of committee meeting April 
6-7, 1955. 

4:15—A&H committee; chairman, Martin, 
Louisana, vice-chairman, Sheehan, Minnesota. 
(1) Blue Cross-Blue Shield subcommittee re- 
port. (2) To study reserves for guaranteed re- 
newable A&H policies ‘subcommittee report. 
(3) Report of nationwide survey of A&H com- 
plaints. (4) Regulation ,and self regulation 
(industry) subcommittee report. (5) Trade con- 
ference of commissioners with the A&H in- 
dustry to devise standard for advertising. (6) 
Uniform code for regulation of non-profit 
hospital and medical care plans. (7) Criteria 
medical plans. (8) The use of inducements to 
for approval of rates of non-profit hospital and 
perpetuate the sale of A&H insurance by mail. 

4:15—Examinations committee; chairman, 
Bowles Virginia. (1) Examinations manual re- 
vision subcommittee report. (2) Examinations 
manual changes subcommittee report. (3) Ex- 
amination methods, practices and laws sub- 
committee report. 


Wednesday, 


9 a.m.—Unauthorized insurance committee; 
chairman, Burt, South Dakota, vice-chairman, 
Kelly, South Carolina. 41) Insurance sales on 
U. S. military reservations committee report. 
(2) On mail order insurance in connection with 
U. S. Senate judiciary committee matter com- 
mittee report. (3) Undesirable practices of un- 
authorized insurers. 

10:30—Life insurance committee; chairman, 
Pansing, Nebraska, vice-chairman, Sullivan, 
Kansas. (1) To study the subject of group life 
subcommittee report. (2) For the study of allo- 
cation of income and ex ense of life companies 
subcommittee report. (3) Tie-in-sales of in- 
surance with mutual fund shares subcommittee 
report. (4) Credit life and credit A&H insur- 
ance regulations subcommittee report. (5) 
Commercial pension funds and trusteed wel- 
fare funds subcommittee report. (6) Variable 
annuities. (7) Special policies. 

p.m.—Laws and legislation committee; 
chairman, Navarre, Michigan, vice-chairman 
Hammel, Nevada. (1) Tontine policy control 
subcommittee report. (2) To study ‘':roposed 
brokers minimum qualifications and licensing 
bill subcommittee report. 

2:30—Fraternal insurance committee; chair- 

(CONTINUED ON PAGE 34) 


Charles Dougherty 
Elected President of 
Life Counsel Assn. 


June 1 





Charles G. Dougherty, 2nd _ vice- 
president of Metropolitan Life, was 
advanced from 


vice - president to 
president of the 
Assn. of Life In- 
surance Counsel at 
the annual meet- 
ing at White Sul- 
phur Springs, W. 
Va. 

Francis V. Kee- 
sling Jr., lst vice- 
president and gen- 
eral counsel of 
West Coast Life, 
was elected vice- 
president and Chester L. Fisher Jr., 
Metropolitan Life, was reelected secre- 
tary-treasurer. 

The executive committee includes B. 
M. Anderson, vice-president and coun- 
sel of Connecticut General; John W. 
Fishbach, general counsel Minnesota 
Mutual; John J. Magovern Jr., Mutual 
Benefit Life; Webster Atwell, Dallas 
attorney, and Dudley Porter Jr., gen- 
eral counsel Provident Life & Accident. 
The latter two were reelected. 





C. G. Dougherty 


Illinois Agents Map 
Legislative Plans, 
Elect A. F. Moore 


Illinois Assn. of Life Underwriters 
held its 30th anniversary convention at 
Chicago, climaxing a highly-concen- 
trated two days of insurance meetings. 
Legislation got major attention, plans 
being formulated to push strongly in 
the legislature bills setting up agents’ 
qualification standards and the 20/40 
group formula backed by NALU. 

A challenging sales message from 
Chester O. Fischer, vice-president of 
Massachusetts Mutual Life sparked the 
program for the midyear session of Illi- 
nois Round Table, and two Chicago as- 


NEW OFFICERS 

President—A. F. Moore, Northwest- 
ern Mutual, Ottawa. 

Ist vice-president—Carl E. Lind- 
strom, Travelers, Evanston. 

2nd vice-president—Glenn E. Lup- 
ton, Prudential, Peoria. 

Secretary-treasurer—Bernard L. 
Frazer, John Hancock, Dixon. 

Directors, Joshua Glasser, Contin- 
ental Assurance, Chicago; James Ken- 
ny, Metropolitan, Springfield, Wilford 
Queen, Aetna, Jacksonville. 

National committeeman—Earl M. 
Schwemm, Great-West Life, Chicago. 

Outgoing president—W. Robert 
Moore, Connecticut Mutual, Decatur. 








sociation units, Council of Field Under- 
writers and Life Insurance & Trust 
Council, staged rallies the previous day. 

Mr. Fischer’s appearance was in the 
form of a homecoming, as he was a 
founder and the first president of the 
Illinois association, and for many years 
in a managerial capacity in the state. 
He was introduced by James F. Tru- 
man, round table chairman. 

The trust council at its meeting 
heard talks by Maynard Conklin, assis- 





Illinois Life Underwriters Assn. will 
continue to have a Mr. Moore as presi- 
dent the coming year. W. Robert Moore 
(left), Connecticut Mutual, Decatur, is 
shown with his successor, A. F. Moore, 
Northwestern Mutual, Ottawa. 


tant treasurer of Champion Paper Co., 
Hamilton, O., and Albert Pick Jr., hotel 
magnate, while the field underwriters 
council program centered around rally- 
ing support in Chicago for state asso- 
ciation legislative aims. 

Under legislative committee plans, 
each local association in the state would 
participate in an overall program to 

(CONTINUED ON PAGE 36) 


President Smith of 
Conn. Mutual Hits 


Terminal Dividends 


Tells Company Rally Why 
They Should Not Be Used, 
Decries 20-Year Projections 


Discussing the highly controversial 
subject of termination dividends, Pres- 
ident George F. B. 
Smith of Connec- 
ticut Mutual Life 
spoke out vigor- 
ously against the 
payment of such 
dividends. He was 
addressing the fi- 
nal session of the 
company’s nation- 
al sales conference 
at Hollywood, Fla. 

From a competi- 
tive standpoint, 
said Mr. Smith, the 
payment of terminal dividends is a 
subject of increasing importance and 
“we should study it carefully.” 

“Simply expressed, the theory un- 
derlying this practice is that over the 
years some portion of earnings defin- 
itely allocable to a specific policy are 
withheld .... and that upon termina- 
tion of the policy after a certain period 
and under certain circumstances a 
portion of the allocable earnings previ- 
ously withheld will be distributed to 
the policyholder as a terminal divi- 
dend,” he said. “It is an attempt to 
effect a final adjustment to the policy- 
holder and to balance his account. 

“The theory underlying the policy of 
a purely annual dividend distribution 
of earnings such as the Connecticut 
Mutual has used since 1846 is that all 
unassigned funds, surplus and other 
contingency reserves, are for the pro- 
tection of the company as a whole and 
provide a margin of safety to the com- 
pany as a going concern. 

“This policy of annual distribution 
of earnings does not require each gen- 
eration of policyholders to build up 
adequate surplus by annual contribu- 
tions from the allocable earnings on 
their policies. There is no final adjust- 
ment or refund of withheld earnings 
upon termination or maturity for the 
very good reason that policyholders 
have already received their full and 
fair share of earnings through annual 
dividends. 

“Under our current practices, surplus 
and contingency funds will be about 
the same relative proportion of the 
total policy reserves of the company 
when the policy is first placed in force 
as when the policy terminates for one 
reason or another... . 

From a relative standpoint, there- 
fore, the company would present es- 
sentially the same financial strength 
when the policyholder entered as when 
he terminated, Mr. Smith said. The 
policyholder benefited directly each 
year his policy was in force from the 
accumulated earnings of policyholders 
coming before him, and future policy- 

(CONTINUED ON PAGE 34) 





G. F. B. Smith 
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Public Giving Top Priority to Thrift, 
Johnson Tells Management Conference 


In the past five years the annual in- 
crease in savings of all kinds has risen 
100% while con- 
sumer goods pur- 
chases have in- 
creased only about 
25%, Holgar J. 
Johnson, president 
of Institute of Life 
Insurance, told the 
annual New Eng- 
land management 
conference run by 
Life Insurance 
General Agents & 
Managers Assn. of 
the New England 
states. This is “a clear demonstration 
of the definite priority assigned to 
thrift by our people today and assur- 
ance of the continuing flow of capital 
for a dynamic economy,” he said. 

This thrift development indicates 
quite clearly less attention is being 
given to competition between the 
channels of thrift and savings and 
more to the individual development of 
each particular channel, he said. 

Mr. Johnson pointed out that there 
is a certain stimulation in all forms of 
thrift that aids other savings channels. 
A recent survey showed a materially 
wider ownership of life insurance 
among families with savings deposits 
or owning government bonds than 
among families without such savings. 

e e eo 

“While the annual additions to sav- 
ings other than life insurance have 
widely fluctuated over these years and 
in 1953 were half the amount 10 years 
ago,” he said, “the premium money put 
into life insurance has increased stead- 
ily year after year and is today run- 
ning about twice the figure of 10 years 
ago”. 

In 1954, the aggregate of premiums 
received by the nation’s life companies 
for life insurance and annuities totaled 
$9.5 billion, about the same amount as 
reported for the net increase in all 
other savings channels combined. 

There can be no question that com- 
petition will be greatly intensified in 
the year ahead, probably in the sev- 
eral years ahead, Mr, Johnson com- 
mented, but forewarned and armed 
with a positive attitude, the life in- 
surance salesman can meet the 
changed conditions without difficulty. 
Life insurance is in an unusually ad- 
vantageous position, as it is far from its 
saturation point, which cannot be said 
of all the competing goods and serv- 
ices. There is a maximum point beyond 
which continuous increases in new 
home construction ceases to be eco- 
nomic and advantageous, for instance. 
There is a level beyond which the 
ever-larger outpouring of new cars 
could merely create greater stocks of 
unsold cars. But with life insurance 
ownership averaging less than $6,400 
per family, only about 20% more than 
one year’s average family income, there 
is assuredly a long way to go before 
there could be any overproduction of 
policies, he said, 

-_ o o 

Then, too, life insurance is a business 
in which results are directly related 
to public contacting. The agent selling 
policies can step up his results by step- 
ping up his efforts—and, if there is no 
saturation point in view, then assured- 
ly an increased production total is up 
to the individual agent, said Mr. John- 
son. 

Life insurance also has other ad- 
vantages for meeting any rise in com- 
petition, he said. It is a vital part of 





Holgar J. Johnson 


family financial planning and not 
something to meet a temporary whim 
or urge; it is something that is car- 
ried to the buying public and does not 
have to stand on display, awaiting po- 
tential customers; its prospects are al- 
most as numerous as the whole public, 
with little need to be overly concerned 
with searching out a selective audi- 
ence, except as the individual sales- 
man seeks to limit his market. 
= a e 

It is true, of course, he went on, 
that life insurance has the disadvan- 
tage of intangibility—it is not some- 
thing one can “take a ride in” or “show 
off to the Joneses.” Rather, it has to 
be taken in all seriousness, and ac- 
cepted for future use or enjoyment. 
That, however, becomes a decided ad- 
vantage at times, for this serious con- 
sideration provides a solid base on 
which to base a sale. And there is evi- 
dence on all sides that families do 
have a serious regard, indeed, for this 
basic part of their security program. 

Even the most stringent economic 
days are not necessarily a handicap to 
life insurance sales, Mr. Johnson said, 
if the efforts are effectively conceived 
and plans are projected to enough 
people. 

The important consideration, if life 
insurance buying is to be sustained in 
ever-increasing volume, is that the 
field forces of the business are imbued 
with the possibilities and the need to 
be personally alert to the changing at- 
mosphere in which they are doing bus- 
iness. 

Actually, he pointed out, the life in- 
surance agent should understand from 
the outset that while he is in direct, 
personal competition with a car sales- 
man, a real estate man, a TV store, 
the local savings bank or some other 
specific person in the community, his 
primary competitor is the inertia of 
the mind of each prospect he ap- 
proaches. That prospect knows he 
needs more life insurance—he wants 
more life insurance—he has the money 
to buy more life insurance—only in- 
ertia keeps holding him back, and it is 
up to the agent to break through that 
resistance and move the prospect to 
action, 

e e e 

Here, too, the mental attitude of the 
agent becomes important, he said, for 
unless he thinks positively, he has lit- 
tle chance. As a matter of fact, in a 
great many cases, the act that appears 
to be a competitive loss to some other 
field—a home purchase, for instance— 
may well be the basis for the purchase 
of the additional life insurance be- 
cause of the obvious increase in need. 

“Upgrading” of families in their 
ownership of life insurance was sug- 
gested by Mr. Johnson as sufficient, 
in itself, to provide substantial new 
life insurance. He pointed out that 
there are already several million who 
put a tenth of income or more into 
life insurance and if all families were 
to put the same share of income into 
life insurance, the total in force would 
probably automatically increase to $1 
trillion, three times today’s total. 

Picturing the opportunity ahead, Mr. 
Johnson pointed out that between now 
and 1960, probably 5 million new fam- 
ilies will be formed, 20 million chil- 
dren born, 4 to 5 million new homes 
built, and there will be an increase in 
the call for educational funds. 

There should be no competition be- 
tween the channels of saving. In think- 


ing of savings, one must consider such 
(CONTINUED ON PAGE 36) 
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Marion L. Davis, Provident L. & A., right, presents gavel to Loflin E. Har. 
wood, Southwestern Life, at the Dallas meeting of Southern Round Table of 
Life Advertisers Assn. Mr. Harwood was elected to succeed Mr. Davis as chair. 
man. Looking on, from left, are Harry E. Nelson, Life & Casualty Co, vice- 
chairman, and Jay C. Leavell, Guaranty Savings Life, secretary. 











NALU Explains Position 
on Survivorship Plans 


for Military Personnel 


WASHINGTON—National Assn. of 
Life Underwriters has told the house 
special committee on military person- 
nel’s survivor benefits that it favors 
“Plan B”, which would provide full 
contributory OASI with a minimum 
assumed wage base of $200 a month 
and compensation from the veterans 
administration which would pay the 
widow, whether or not she had chil- 
dren, monthly benefits ranging from 
$125 to $215, payable for life or until 
remarriage. 

NALU, however, advocates substan- 
tial reductions in some benefits con- 
templated in “Plan B.” The associa- 
tion’s spokesman before the house 
committee was Louis J. Grayson, Trav- 
elers, Washington, D. C., chairman of 
the NALU committee on affairs of vet- 
erans and servicemen. 

NALU feels the government owes 
little obligation to non-dependent par- 
ents in peacetime. Payments should be 
limited to actual dependency cases. 
Benefits to dependent parents should 
not be additional to those made to 
widows, and payments to dependent 
parents should be limited to 80% of the 
serviceman’s average contributions to 
his parents prior to his death, NALU 
said. Limitations on payment of death 
gratuities should be reduced to a min- 
imum, NALU said in pointing out that 
the proposed provision in Plans A and 
B will delay the payment. It would 
order payment to the dependent par- 
ents in the absence of a widow or child. 

NALU feels social security should 
be included in the survivorship plan 
on a contributory basis, provided that 
the gratuitous benefits are kept at a 
reasonable level. Absence of uniform- 
ity in payments to survivors would 
create discrimination and dissatisfac- 
tion. 

The association suggested that a dif- 
ferential between peacetime and war- 
time benefits be included in. the new 
plan while it can be studied dispas- 
sionately by the committee. A $10,000 
indemnity, payable in monthly install- 
ments based on modern actuarial ta- 
bles, was recommended. The differ- 
ence is traditional. Many civilians 
serve at great personal sacrifice in 
wartime. While peacetime enlisted per- 
sonnel usually are better off in the 
service, wartime servicemen cannot 
buy insurance without war clauses, 
and parents of many young men killed 
in wartime should receive some com- 
pensation for their sacrifices, NALU 
pointed out. 


Mr. Grayson said the association 
agrees that the services should be 
made attractive to able men but is at 
“a loss to understand the reasoning be- 
hind such a tremendous increase in 
survivorship benefits as both Plans A 
and B. contemplate.” NALU’s commit- 
tee has detected no semblance of a 
groundswell demand among service- 
men for greatly increased survivorship 
benefits. Recent surveys showed pay 
was the biggest single factor in the 
problem of men leaving the service. 
While both plans are unnecessarily 
high, he said, Plan B is an improve- 
ment over A because its ceilings are 
‘not quite so excessive.” 

The formula providing dependency 
compensation to widows should be re- 
vised downward, NALU said, and total 
survivorship benefits should be limited 
so they will not exceed the service- 
man’s total pay. To offset the increase 
due to social security payments when 
the widow reaches 65, the gratuity 
should be reduced, becuase NALU feels 
there is no reason for the increase. 

NALU warned against official sanc- 
tion of a theory that it is the govern- 
ment’s obligation to support forever 
the survivors of anyone who happens 
to be in its employ at time of death. 
Such a philosophy with military per- 
sonnel would soon be requested by ci- 
vilian components, starting the country 
on the road to cradle-to-the-grave so- 
cialism, the association stated. 





Travelers Names Prouty 
to High Agencies Post 


Herbert J. Prouty, who has been as- 
sistant superintendent of agencies of 
Travelers, since 
1952, has been ap- 
pointed tothe new- 
ly created position 
of superintendent 
of generalagencies. 
He will devote full 
time to the general 
agency offices. 

Mr. Prouty 
joined Travelers in 
1930 as a field su- 
pervisor, serving in 
St. Louis and Peo- 

H. J. Prouty ria, and later as 
assistant manager at Cincinnati, mana- 
ger at Columbus, Peoria, and Detroit. 


Planning Workshop Set 


Mutual Benefit of Newark will con- 
duct a property planning workshop 
at the Statler hotel in Cleveland May 
18-20 with George B. Gordon, director 
of advanced underwriting services, an 
James C. Wriggins, assistant counsel, in 
charge. 
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Impressive Ceremonies Mark Opening of 


Prudential Regional Home Office in Fla. 


JACKSONVILLE, FLA—A crowd 
of more than 12,000 attended public 
open house at Prudential’s new 22- 
story regional home office building 
here. The gathering, in which guests 
toured Florida’s tallest office building 
and its grounds, concluded a 3-day 
opening program attended by president 
Carrol M. Shanks and other officials 
of the company’s home office in New- 
ark as well as dignitaries from the 
10-state south-central area. 

The home office here is the fifth 
created under Prudential’s decentra- 
lization program to permit better ser- 
vice to its policyholders. The first re- 
gional home office was set up in Los 
Angeles in 1948, serving all western 
states and Hawaii, and the Canadian 
head office was established in Toronto 
in 1950. 

This year regional home offices are 
also being completed at Minneapolis 
and Chicago. 

Mr. Shanks, in his address at a din- 
ner said that the south is in the midst 
of a growing prosperity and now stands 
on the threshold of even greater pro- 
gress. 

“This economic development has 
been sound and steady,” he said “in 
general, there have been no great 
spurts of activity, to be followed by 
local depression and wide spread lay- 
offs. 

“Industries are moving south only 
because they have considered the mat- 
ter thoroughly and have deliberately 
decided to become part of the southern 
economy. They have been attracted by 
the quality of southern labor, the 
availability of raw materials and the 
growing prosperity of the southern 
market.” 

A feature of “Press Preview Day” 
was a press conference attended by a 
score of newsmen and editors at which 
Mr. Shanks answered a wide variety 








13 Life Company Stocks 
Show Gains in Month 


Thirteen of the 19 most actively 
traded life company stocks, for which 
figures are compiled by Shelby Cullom 
Davis & Co., New York City insur- 
ance stock and municipal bond special- 
ists, showed increases in asked price 
in the past month. Five showed de- 
creases and one showed no change. 

Below are the bid and asked prices 
at the close of business May 10 and 
the changes in asked prices since April 





Ballard Detroit Speaker 


_ E.E. Ballard, president of All-Amer- 
lean Casualty of Chicago, addressed 
the annual luncheon meeting honoring 
past presidents of Detroit A&H Under- 
writers Assn. on “Recipe for Success.” 
He emphasized particularly the neces- 
sity of proceeding on a track in con- 
hection with prospecting and outlined 
such a track that an agent might fol- 
low to achieve success. 


of questions on economic and regional 
topics. 

A 700-pound piece of the Rock of 
Gibraltar—Prudential’s famed sym- 
bol—was unveiled at ceremonies by 
Mr. Shanks and British Consul D. W. 
Hennessy. The rock, gift of the Bri- 
tish government, was embedded in 
the building’s lobby, and seals a “time 
box” containing microfilm copies of 


* 





leading newspapers in the south-cen- 
tral area. 

President Shanks turned the build- 
ing over to Charles W. Campbell vice- 
president in charge, at a ribbon-cutting 
ceremony. It followed a colorful flag 
presentation in the auditorium con- 
ducted by Ernest S. Allsopp, 2nd vice- 
president. The state banners of Alaba- 
ma, Florida, Georgia, Kentucky, Ohio, 
North Carolina, South Carolina, Ten- 
nessee, Virginia and West Virginia 
were presented. 

In addition to Messrs. Campbell and 


PREMIUM 
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Allsopp, other top regional executives 
are Jack Kvernland, executive general 
manager, J. D. Geiger, executive dir- 
ector of agencies and J. J. Plumb, ex- 
ecutive director of agencies. 

The south-central territory embraces 
28 ordindary agencies and 132 district 
agencies. Approximately 1,500 people 
are employed in the home office and 
3,000 in the field force. 

The first eight floors of the new 
building are occupied by Prudential, 
with the remainder to be leased as 
office space. 
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Not 1, But 2 Guaranteed Reductions in Premium... 
10% Reduction at End of First 10 Years. A Second 10% 
Reduction at End of 20 Years... OR, if the Policyholder 


wishes he may Continue the Original Premium and 


secure a Paid-Up Whole Life Policy... Ask the Man from 
Manhattan about this new Manhattan Life Policy that 


provides permanent protection at low net cost. 


Issued between Ages 10 to 70 


xk * 


Minimum face amount: $10,000 
Maximum: $100,000 


& &. ¥ 


All standard policies include without 
specific extra charge the Waiver of 
Premium feature, effective to age 60. 





Our 2nd g Century 





Home Office: 120 West 57th Street, New York 19, N.Y. 
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Equitable Installs 
IBM 650 Computer 


Equitable Society has installed at its 
home office an International Business 
Machines Corp. Type 650 magnetic 
drum data processing machine, first 
of its kind to be placed in operation in 
New York City. 

This electronic data processing ma- 
chine is being used primarily for han- 
dling ordinary life dividend proce- 
dures. A number of separate opera- 
tions have been consolidated, making 
possible a simplified operation. 

The IBM 650 will process annually 
the records for the company’s 2,500,000 
policies, automatically computing the 


current dividend according to actuarial 
fomulas and basic mortality, and the 
interest and expense factors stored in 
its magnetic memory. It will recognize 
the policyholder’s election of dividend 
disposition and make whatever calcu- 
lations are needed. It will compute the 
current dividend addition and the new 
total of additions, or a year’s interest 
on previous dividends left on deposit 
and the new total of outstanding de- 
posits. Accounting totals will be pro- 
duced automatically as a by-product of 
the operation. When an insured changes 
his dividend election or withdraws 
dividend credits, the IBM 650 will 
make the change in the policy records 
and prepare accounting data needed 
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PAN-AMERICAN’S 
CAREER CONTRACT 





which stresses the Company’s 
philosophy of helping their men make 
more money. To do this, we furnish 


ample training, top-notch sales aids 






and individualized policies to 
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to reflect the change. 

The machine’s program _ contains 
more than 1,100 individual steps to 
cover all rules and possible conditions 
and combinations of conditions in the 
main dividend processing operation. As 
punched cards describing each policy 
are fed in, the stored program causes 
the machine to analyze the data, select 
procedures applicable to each case, car- 
ry through the appropriate operations, 
and punch new cards with the results. 
Although more than 200 program 
steps are required for the simplest ease, 
the machine’s speed enables it to pro- 
cess better than one policy a second. 

* e s 

The “memory” consists of magnet- 
ized spots on the surface of a drum 
which rotates at 12,500 revolutions 
a minute, The drum, four inches in 
diameter and 16 inches long, may store 
up to 20,000 digits of information, any 
of which can be located in an average 
of less than 3/1,000 of a second. The 
machine has_ self-checking devices 
which enable it to catch internal opera- 
ating errors, stop and notify the opera- 
tor by lights on the control panel. 

Introduction of the IBM 650 at Equi- 
table Society involves preparing a 
complete new set of policy records, a 
year-long task, in which the machine 
will play a major part. Related changes 
in dividend administration will be per- 
fected in actual operation. 

The company’s growth and need for 
an expanding clerical force has en- 
abled it to install the electronic ma- 
chine without any personnel disrup- 
tion. Transition problems in preparing 
for the new electronic procedures will 
require more personnel for the year, 
and plans have been made to transfer 
all who eventually will be affected to 
other comparable or superior home of- 


fice positions. 

Planning for the machine’s installa. 
tion to handle the ordinary life diyj. 
dend procedures began three year 
ago. It was done as part of the work of 
the methods research group which jg 
developing plans to introduce the IBy 
650 to other areas of company opera. 
tions plus subsequent installation o 
larger equipment. 





Greenville Papers Hail 
‘Life Insurance Week’ 


An eight-page supplement marking 
“Life Insurance Week” in the city, has 
been published by Greenville Ney; 
and Greenville Piedmont. The annual 
sales caravan, sponsored by South 
Carolina Assn. of Life Underwriters 
and staged during “South Caroling 
Life Insurance Week,” visited Green. 
ville. The supplement carried a story 
about the Greenville association, which 
will celebrate its 31st anniversary 
June 20. 

The supplement contained article 
about the caravan, local insurance 
personalities, unusual and little known 
facts about the business, history and 
size of insurance how it cperates and 
serves policyholders, and predictions 
for the future of insurance. The sup. 
plment was illustrated with photo. 
graphs of Greenville insurance men, 
It was supported by advertisements 
from companies and Greenville agents, 





Schmerge Joins Earls Agency 


Albert G. Schmerge, formerly asso- 
ciate manager of Western & Southem 
Life at Cincinnati, has joined the Earls 
agency of Mutual Benefit Life there as 
field assistant. 

Before his managerial assignment 
Mr. Schmerge led Western & Southern 
in ordinary sales for three years. Be- 
fore that he was with Fidelity Mutual 
Life in Cincinnati. 
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accumulations makes it possible 
for Jefferson Standard contracts to offer a larger 
profit at maturity or retirement. Our policyholders 
receive a gréater return for their premium invest- 


ment—yes, 4% interest makes a big difference.” 





Over $1.3 Billion 


Insurance 
in Force 









Says: 


“The 4% interest now 













being paid on dividend 
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Home Office: Greensboro, N.C. 
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MONTH-LONG SEMINARS 





Graduate School of Insurance Administration 
Organized; J. Owen Stalson to Be Director 


GREENWICH, CONN.—A graduate 
school of insurance administration to 
provide advanced 
management semi- 
nars for life insur- 
ance executives of 
the policy-making 
and higher admin- 
istrative levels has 
peen established 
here. The founder 
and director of the 
school is J. Owen 
Stalson, who has 
an extensive in- 
surance. back- 
ground, with spe- 
cial training in marketing and man- 
agement. He devotes most of his time 
to research and teaching in manage- 
ment and administration and prior to 
founding the graduate school had his 
office as a management consultant in 
New York city. He is the author of 
Marketing Life Insurance, a standard 
textbook. 

Initially the school will offer train- 
ing for executives of life companies 
only. Its most important undertaking 
during the next two years will be its 
seminars in life company management. 
Enrollment in the first seminar will be 
limited to 40 qualified life company ex- 
ecutives who will assemble at the 
Lake Placid Club next Sept. 11 for 
a month of full-time study under a 
large and highly qualified faculty 
drawn from leading universities and 
the life insurance business. 

The program of seminars to be offer- 
ed by the new school, according to Mr. 
Stalson, will benefit from the pioneer- 
ing research done by the life insurance 
management research center at Col- 
umbia University’s graduate school of 
business during the last four years. 
That research was made possible by 
funds from a group of New York City 
life companies. Mr. Stalson is director 
of the center, and as an associate in 
insurance on the faculty of the school 
of business, taught its course in life 
company management problems. Dur- 
ing the three years 1951-54 more than 
50 executives from 13 nearby life com- 
panies completed the course. Manage- 
ment research that Mr. Stalson began 
in Columbia will be continued at the 





J. Owen Stalson 
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SECURITY AND SERVICE 


Boston Mutual is constantly re- 
viewing policyholder programs to 
make sure they meet with chang- 
ing family needs. 











Graduate School of Insurance Admin- 
istration. 

For many years Mr. Stalson has had 
opportunities to hear the views of life 
company officers on the industry’s 
need for management development 


programs. A number of these officers, 
who are acquainted with his plans for 
creating effective executive training 
courses at the Graduate School of In- 
surance Administration will serve on a 
visiting committee. They are Paul F. 
Clark, president John Hancock; Ha- 
rold J. Cummings, president Minneso- 
ta Mutual; Deane C. Davis, president 
National Life of Vermont; Ralph R. 
Lounsbury, president Bankers Nation- 


al Life; H. W. Manning, managing di- 
rector Great-West Life; James A Mc- 
Lain, president Guardian Life; H. 
Bruce Palmer, president Mutual Bene- 
fit Life; H. Ladd Plumley, president 
State Mutual Life, and Frazar B. 
Wilde, president Connecticut General. 

Other members of the visiting com- 
mittee are Clarence Axman, editor 
Eastern Underwriter; Austin Grim- 

(CONTINUED ON PAGE 21) 





“AN family is well-advised to man- 
age its affairs as a business. It is 
equally wise for businessmen, in at least 
one respect, to think of their firms as 
families, Both need security. And both 
can accomplish it by the same means— 
life insurance, 

“Our company has insured its princi- 
pals for three generations. We believe 
such life insurance is the surest way to 
guarantee the continuity of a closely- 


by Alan P. Jones, Treasurer, and Edward C. Jones, Secretary, 


Jones Dairy Farm, Fort Atkinson, Wisconsin 


held business such as ours happens to be, 

“The loss ofa key man often results ina 
temporary setback in sales or production, 
On one such occasion, for instance, our 
corporate life insurance was instrumental 
in tiding our company over a period 
which might have been very critical, 

“Again, cash values of life insurance 
provide splendid collateral for loans as 
well as contributing a welcome addition 
to a company’s balance sheet.” 


MILWAUKEE, WISCONSIN 


NORTHWESTERN MUTUAL POLICYHOLDERS. The Jones brothers have, between them, a total 
of twenty-one individual policies with this company. Alan Jones, standing, bought his first one 42 years ago. 





KARSH, OTTAWA 





6 
"Businesses can learn much from families 
when it comes to protecting their future’ 


A message to the heads of small and medium-size businesses 


YOU KNOW MUCH ABOUT AN 
AGENT WHEN HIS CARD READS: 
“THE NORTHWESTERN MUTUAL” 


Noe western Mutual agents are a highly 

qualified group of life underwriters. 
Many have earned the designation of 
Chartered Life Underwriter. 

Why do they choose to represent this 
company? It is one of the world’s largest, 
has over 98 years’ experience, and accepts 
applications only through its own agents. 

Because of its unique advantages, includ- 
ing low net cost, nearly half the new policies 
issued go to present policyholders. 

Since the best advice costs nothing extra, 
you will do well to call upon the skill and 
training of a Northwestern Mutual agent, 





Zhe NORTHWESTERN MUTUAL 2/6 Aisurance Company 








APPEARING IN: TIME, MAY 2 AND JUNE 13; IN NEWSWEEK, JULY 11 AND SEPTEMBER 5 
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Union Central Life $500,000 Club Silver 
Year Rally Hears of 25% Production Jump 


Union Central Life President W. 
Howard Cox, serving as narrator in a 
dramatizZa- 
tion opening the 
recent silver anni- 
versary conven- 
tion of the compa- 
ny’s $500,000 Club 
in Cincinnati, re- 
marked, “You are, 
so far in 1955, do- 
ing a magnificent 
job. You have in- 
creased the com- 
pany’s rate of pro- 
duction by more 
than 25%. And 
yet, if you think that’s good, wait un- 
til you try out your new sales equip- 
ment!” 

A few of the new sales aids an- 
nounced to the field force at the meet- 
ing are a new ordinary life preferred 
class plan, revamped retirement in- 
come contracts, increased limits on the 





Howard W. Cox 


521 (juvenile) policy, lower rates on 
substandard cases, liberalization of 
underwriting regulations on commer- 
cial and private pilots and crew mem- 
bers, and a plan for guaranteed issue 
business. 

Using professional actors, the dra- 
matization reviewed the 25-year his- 
tory of the company’s production club. 
Scenic flash-backs, skits, and narra- 
tion showed sites of previous conven- 
tions, plans and procedures being used 
by Union Central representatives to 
sell life insurance at each stage dur- 
ing the quarter-century, and the con- 
dition of the company and the entire 
life insurance industry at every phase 
of this period. 

At the luncheon the first day all 
members of the club, the directors, 
officers and home office division man- 
agers heard an inspiring address by 
John A. Lloyd, executive vice-presi- 
dent. 

Wendell F. Hanselman, list vice- 








direct the sales efforts of others. 


for them. 








Sooner or Jater it seems that most successful career underwriters 
have to face up to a most important decision—should they continue 
in personal production or aspire to management responsibilities and 


In an effort to help qualified State Mutual agents find the answer, 
the Company has established a Management Training and Market 
Development Center in Pittsburgh. By the time the series of on-the- 
job, learn-by-doing sessions are completed, both the Company and 
the individuals concerned arrive at pretty definite opinions regarding 
their potential success as field managers. 

Those with proven aptitudes and attitudes for management duties 
are given early opportunities in an agency of their own. Those who 
don’t, enthusiastically return to the equally important job of personal 
selling, convinced by actual experience that the manager’s seat is not 


STATE:-MUTUAL-LIFE 
= ae Company 


OF WORCESTER. MASSACHUSETTS 


RoBert H. DENNy, Vice-President 








president, who heads the agency de- 

partment, described life insurance as 

business of human relations and 

forecast that this, the least developed 

of the sciences, was entering a period 
of tremendous progress. 
e @ ® 

The Jerome Clark plaque, an award 
earned by outstanding development of 
an agency during the previous year, 
was presented by Mr. Cox to G. Hen- 
ry Define, St. Louis manager. Runner- 
up certificates went to Richard Town- 
ley, Columbus manager, and Thomas 
H. Daniel, Jr., Atlanta manager. 

President of the $500,000 Club is 
Samuel M. Sitomer, New York, serv- 
ing his third successive year in that 
office. He led all agents in production 
in 1954 with $3,623,178. 

Business program arrangements 
were made by a field force committee 
working with members of the agency 
department. Committee members were 
Mr. Sitomer, chairman, William M. 
Daniel, Atlanta, Arthur A. Ebenstein, 
Los Angeles, Frederic C. Hirons, Cin- 
cinnati, Clinton Smith, Grand Junction, 
Col., Claude C. Wetherill, Springfield, 
O., and W. Verne Wilkin, Kansas City. 





Equitable Ordinary 
Sales Set Record 


NEW YORK—Equitable Society’s 
April sales and individual life policies 
set a new month’s record of more than 
$136 million. It was the seventh suc- 
cessive month in which sales have ex- 
ceeded $100 million. Sales for the year 
to date are more than $71 million, up 
39%. 

President Ray D. Murphy called the 
record a strong indication that 1955 
will be a record-breaking year for the 
entire economy, since life insurance 
sales are a reliable barometer of gen- 
eral economic conditions. 


——— 


Pacific Actuaries Set 


Topics for June 1 Meet 

Pacific States Actuarial Club has 
scheduled its spring meeting for June 
1 at Coronado, Cal. A. B. Brown, Met. 
ropolitan, is president of the club ang 
will preside. 

A&H insurance, including major 
medical coverages, improvement ip 
public relations, trends toward de. 
ductibles and hospital expense policies, 
and conversion of group hospital ang 
surgical coverages, will be considered 
by the following speakers: Marcus 
Gunn, California Western States Life: 
Carl Helm, Pacific Mutual Life; Byron 
Straight, W. M. Mercer, Ltd., Vancou- 
ver, B. C., and Robert Tookey, Pacific 
Mutual. 

Other topics to be discussed include 
methods of distributing insurance and 
premiums by states, use of an annual 
policy fee, plus a rate per thousand, 
as an alternative to a high minimum 
amount policy, the desirability of es- 
tablishing a reserve for group mortal- 
ity and morbidity fluctuation, and 
substandard extras. These will be con- 
sidered by Miss Dorrance Glasscock, 
California-Western States Life; Leo 
Nordquist, West Coast Life; L. F. Sla- 
zak, Occidental of California, and 
Douglas Morris. 


Columbian Nat'l Rally 


Conducted in Bermuda 

Discussions of business insurance 
and tax problems, moderated by Vice- 
president C. C. Robinson, highlighted 
the annual conference in Bermuda of 
the president’s club of Columbian Na- 
tional Life. President Julian D. An- 
thony welcomed 85 members and 
guests. Qualifiers, representing 19 
agencies, produced $500,000 each dur- 
ing a 12-month period. 











*Minnesota *North Dakota *South Dakota *Montana 
*Idaho *Washington *Wyoming *Oregon *California 


FROM TWO ROOMS TO THIS 
IN HALF A MAN'S LIFETIME 








The Provident Life stands as a living example of the 
steady, healthy growth that is possible under our American 
system of free enterprise. We are proud of our growth, 
certainly, but that doesn’t impress us nearly as much as the 


service it represents. 


Service to the people who depend on us will always be 
our keynote at the Provident. The same is true in regard to 
our thinking towards the men who represent us in the field. 
They, too, can always depend on us to render the kind of 
service to them that makes their tasks easier and more 


profitable. 


Information concerning opportunities in the ‘Provident 
States’’ will be supplied upon request. 


THE PROVIDEN! 


Life Insurance Company 
BISMARCK, NORTH DAKOTA 
Joseph Dickman, Agency Vice President 


Life - Accident - Health - Hospitalization - Annuities 





*"The Provident States" 
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ELECTS JOHN MORRIS 


Tells Indiana A&H 
Muster, Blue Cross 
Enjoys ‘Privileges’ 


Indiana Assn. of A&H Underwriters 
went after Blue Cross hammer-and- 
tongs at its first annual meeting in 
Indianapolis. The action was sparked 
by a prepared statement from Oren 
Pritchard, chairman of the state law 
and legislation committee of National 
Assn. of Life Underwriters. He charged 
that Blue Cross in the state seems to op- 
erate under many of the special privi- 
leges it failed to get by legislation in 
1948. The discussion was fanned by 
allegation from the floor that Indiana 
newspapers refuse even to report talks 
criticizing Blue Cross, that the highest 
elected officials of the state lend it 
their support, and that Blue Cross and 
Blue Shield do not pay the gross in- 
come tax required of other domestic 
insurers. As a result of the discussion, 
the meeting appointed a special com- 
mittee to investigate Blue Cross-Blue 
Shield operation in the state. 

Mr. Pritchard, manager of Union 
Central Life in Indianapolis who only 
last week was named by the state life 
association “Hoosier Life Underwriter 
of the Year,” was absent from the city, 
but submitted a prepared statement to 
be read by John Morris, Hoosier Cas- 
ualty, Fort Wayne. 

In his statement, Mr. Pritchard com- 
mented that in 1943 legislation that 
would have permitted the organization 
of such an insurer as Blue Cross out- 
side the jurisdiction of the insurance 
code of the state was defeated. Con- 
sequently, Blue Cross and Blue Shield 
in Indiana are organized as mutual 
insurance companies, their true names 
being “Mutual Hospital Insurance Co.” 
and “Mutual Medical Insurance Co.” 

“Despite the fact that special privi- 
lege by legislation was denied such 
organizations in Indiana,” the Prit- 
chard statement declared, “Blue Cross- 
Blue Shield indulge in many practices 
different from the method required of 
other domestic and foreign companies 
operating under exactly the same set 
of laws which apply to Blue Cross. It 
would almost appear that they have 
political influence sufficient to give 
them and their peculiar methods... 
the same special privileges they were 
denied in 1943.” 





e e e 

In floor discussion, Mr. Morris, who 
is president of the Fort Wayne associ- 
ation, reported that when a recent 
speaker before his group made docu- 
mented changes against Blue Cross all 
reference to Blue Cross was deleted 
from prepared new releases submitted 
to the local press. Other members al- 
leged that letters from the governer’s 
office have been used to introduce Blue 
Cross representatives, that, despite the 
fact that domestic insurers are subject 
to the state’s gross income tax, Blue 
Cross does not pay it, and that in using 
the volunteer soliciting aid of social 
sororities and other civic organizations, 
Blue Cross may be violating the agents’ 
licensing laws. 

William Highfield, R&R, a member 
of the educational committee of the 
International association, reported on 
the progress of the new Disability In- 
surance Training Council. 

The public concept of adequate dis- 
ability coverage has increased greatly 
in the past few years, Spafford Orwig, 
Orwig Agency, Indianapolis, a member 


XUM 





of the board of IAAHU, stated. “The 
day of $25-a-week coverage for 13 
weeks is gone,” he declared. “Today 
the public recognizes such coverage as 
ridiculously inadequate and is ready to 
buy realistic amounts if only we’ll get 
out and sell it to them.” 

Mr. Orwig also reported plans for 
formation of two new local A&H 
associations in the state in the coming 
year, one in the Gary-Hammond re- 
gion near Chicago, and another in 


Evansville in the south. 

Elected as new officers were Mr. 
Morris, president; Glen Fateley, John 
Hancock, Indianapolis, Wilbur Lawall, 
Lincoln National, South Bend, and Joe 
Mettler, Illinois Mutual Casualty, 
Huntington, vice presidents; R. W. 
Osler, Rough Notes Co., secretary, and 
Harry Guion, Business Men’s Assur- 
ance, Indianapolis, treasurer. 

Elected to the board were Harry 
Dickinson, Prudential, Fort Wayne; 


Glen O’Laverty, Business Men’s As- 
surance, Bluffton; Howard Bull, Aetna, 
and R. R. Hauck, Metropolitan, both 
of Indianapolis; Ann K. Wilson, Russell 
agency, Elkhart, and Earl Frei, Mutual 
of New York, South Bend. Noel Iiams, 
Business Men’s Assurance, Indian- 
apolis, is the out going president. 

A joint luncheon with the Indian- 
apolis association was addressed by 
Sigurd Stottrup, Mutual of Omaha, 
Fort Wayne. 
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ALL OUR POLICIES 
ARE SPECIAL 


W. think all our policies are pretty “special”. Re- 
gardless of size or plan, each policy is designed to 
do a certain job, — to fill a certain need based on 
the policyholder’s situation, — and that’s the way 


we like to sell life insurance to people. 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 








WHAT EVERY SUCCESSFUL 
AGENT SHOULD KNOW 


Standard of Indiana has the lowest premium-guaranteed cost Ordinary Life 
Policy issued by any U. S. company AND the lowest premium-guaranteed cost 
Insurance with Income @ 65 Policy of any company in the world. 


THE COMPANY THAT HELPS YOU SELL 


STANDARD LIFE INSURANCE CO. of IND. 


INDIANAPOLIS, INDIANA 





Delaware °* 
Louisiana * 


Pennsylvania + 





GENERAL AGENCIES OPEN IN Arkansas + 
Florida » 
Maryland «+ 
Tennessee °* 


Arizona ¢ California 
Iinois * Indiana * Kentucky 
Missouri * New Mexico 
* West Virginia 


Georgia ° 
Michigan * 


Texas * Vigginia 
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Tape Recorder Proves Great Aid in Reporting 
Interviews for Metropolitan’s House Organs 


Metropolitan Life’s house organ edi- 
tors have found a light-weight portable 
tape recorder extremely helpful in cap- 
turing the actual words and emphasis 
of on-the-spot personal interviews. 

Use of a tape recorder for interview- 
ing was the idea of Joseph G. Devan- 
ney and Marvin A. Kobel, senior asso- 
ciate editors, and Jerome V. Leary, 
manager of the company’s publications 
division at New York. When the senior 
associate editors are “on the road” to 
gather material for Metropolitan’s 
publications they carry a 15-pound 
Ampro tape recorder with them. They 
use the machine primarily for stories 
that appear in Field, the company’s 
quarterly slick magazine for the sales 
force. Articles printed in Field News, 
a monthly tabloid newspaper pub- 
lished separately for 13 sales areas, 
sometimes are based on tape-recorded 
interviews, also. 

Because these publications empha- 
size “how-to-do-it” stories, many of 
the articles represent one or several 
interviews with men in the field whose 
sales ideas are solicited. When the edi- 


tors sit down hours or days later to 
write their stories, they play back the 
tapes—and have their material fresh 
before them. Gone are two of the re- 
porter’s main worries—inaccuracies 
and “cold” notes. In fact, the recorder 
can be played back to the subject at 
the time of the interview to make 
sure his words were correct. 

Writing from the tape enables the 
editor to place the emphasis on the 
facts stressed by the interviewee. Even 
if the writer is delayed for a long 
time in getting to the story, a playback 
refreshes his recollection in a way 
“cold” written notes never could. 

The recorder is good for conducting 
interviews with several persons at one 
time or with unexpected visitors at the 
home office. It has a curiosity value 
which lends prestige to the interview. 
At the same time, the machine can be 
operated unobtrusively with a foot 
pedal so that a reticent person is put 
at ease and “opens up” with an in- 
formal, practical talk on his topic. 
There is no pencil in sight to frighten 
him. 





“Don’t take a bath!’’— 


presents a believable argument 
for accident and sickness protec- 
tion by pin-pointing the perils 
most people face every day. And 
Occidental agents and brokers 
using this new visual motivator 
will have better prospects for the 
sale of Occidental’s popular new 
line of A & S plans. 





“WE PAY AGENTS LIFETIME RENEWALS ...THEY LAST AS LONG AS YOU DO” 








INSURANCE COMPANY OF CALIFORNIA 


HOME OFFICE * Los ANGELES 
W. B. STANNARD, Vice President 





If the interview is particularly good, 
it can be used not only for the imme- 
diate story but also for later educa- 
tional training sessions. 

The recorder, itself, is inexpensive 
to purchase and not costly to operate. 
Its 15 pounds and small size make it 
easy to carry anyplace. However, it 
runs only on alternating current. One 
disadvantage of the recorder’s use is 
the tendency to pick up much more 
information than is necessary. But this 
can be avoided by careful questioning 
and wise use of the foot pedal when 
the interviewee strays from his topic. 





Minnesota A&H Agents’ 


Sales Congress Draws 250 


Sales executives of several compan- 
ies addressed the annual sales congress 
of Minnesota Assn. of A & H Under- 
writers, held at St. Paul. About 250 
attended. 

Speakers included L. A. McKinnon, 
Flint, Mich., president of the Interna- 
tional association; W. H. Gove, sales 
vice-president of E.M.C. Recordings, 
St. Paul; Jack B. Taylor, director of 
sales methods, Mutual Benefit H. & A.; 
W. J. Reiss, sales consultant with Pru- 
dential at Minneapolis, and Carl A. 
Ernst, A&H director for North Ameri- 
can L. & C. 





Equitable’s $1.25 Million Policy 
on Single Life Sets Company Mark 

Equitable Society has written the 
largest individual policy in its history, 
$1.25 million on a single life. Negotiated 
by Donald R. MacLean of Equitable’s 
L. F. Bruno agency in Boston, the poli- 
cy was purchased by a corporation on 
the life of its principal stockholder to 
assure it of funds to redeem the stock 
from the insured’s estate and provide 
the executors with cash for payment of 
death taxes. 


N. Y. Retaliatory Law 
Needs Modifying: Harris 


It would appear desirable to mogdj 
the New York insurance law so thy 
its basic defense purpose can be car. 
ried out more effectively than at pres. 
ent, Raymond Harris, deputy super. 
intendent and counsel, told insurance 
department examiners in their lectup 
course. 

He labeled as unfounded the “jm. 
pression of present day observers that 
retaliatory laws were originally passeq 
to break down state barriers erecta 
for the benefit of domestic insurers jy 
order that insurers of other statg 
could do business in such other state 
on equal terms. The laws actually wer 
enacted at the request of certain jp. 
surance interests who hoped to pre 
vent competition. The spread of the 
laws was facilitated by the courts, wh 
took a charitable view of them. 

Differences in the various state 
laws make administration of section 
61 difficult because, in administering 
the retaliatory law it is necessary t 
observe scrupulously the provisions of 
the laws of the foreign state, he said 

Vincent F. Lechner, vice-president 
for office operations of Mutual of 
New York, hailed technical advancg 
in mortgage loan accounting as eyi- 
dence of the ability of progressive in. 
surance company management to keep 
abreast of the continually rising tide 
of office costs. 


Gives Vt. Maple Breakfast 

National Life of Vermont entertained 
nearly 200 persons at a_ traditional 
Vermont maple breakfast at Galveston 
as a highlight of the annual convention 
of Texas Mortgage Bankers Assn. It 
was the 10th time the company had 
sponsored the event. 











sentatives represent a 


resolution. 


LIBERTY NATIONAL 


LIFE INSURANCE COMPANY 
BIRMINGHAM, ALA. 


FRANK P. SAMFORD, President 


Liberty National 
Is Growing 


E of Liberty National feel that our con- 
tinued expansion and growth comes as 
a result of efficient and courteous service ex- 
tended to our policyholders by our men in the 
field. These efficient and loyal field repre- 


cannot be listed on any balance sheet. 
To serve — and to serve well — is our firm 





great asset which 
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CINCINNATI TALK 


Tie Sales Approach 
to Current Economic 
Conditions: Casey 


CINCINNATI—Present day oppor- 
tunities for selling life insurance in 
view of tax and economic conditions 
were pointed out by William Casey, 
New York tax attorney and estate 
analyst, at the annual luncheon spon- 
sored jointly by Cincinnati CLU chap- 
ter and Cincinnati Life Underwriters 
Assn. 

Mr. Casey centered his comment 
about four factors which influence 
current economic conditions: Post war 
inflation, in which the dollar lost half 
its value; the bull market and swell- 
ing demand for equity investments; 
the tremendous increase in middle in- 
come families, and the large capital 
required if adequate family security is 
to be provided. 

Every man has to provide at least 
$40,000 or $50,000 capital today to take 
care of his family adequately should 
anything happen to him. The only way 
to provide the required capital is 
through periodic payments on insur- 
ance policies. While the most effective 
way to create capital, insurance is 
not always the most effective way to 
preserve and dispose of capital, he 
averred in discussing several general 
situations. 

There are 20,000 executives who are 
“as poor as church mice” at $60,000 a 
year, according to Mr. Casey. Such a 
man may have received a stock op- 
tion in 1950, for example, and can ex- 
ercise the option only at the rate of 
10% a year. He participates in a pen- 
sion plan which can be put on a sur- 
vivorship basis provided he lives to 
retire. He may participate in a stock 
bonus plan in which he gets stock, 
but most of what he has will probably 
be lost in the event of prior death. The 
speaker suggested life paid up at 65 
with bank borrowing to finance the 
annual premiums. The man may trus- 
tee his divided income in a ten-year 
trust. 

Mr. Casey said the same problem on 
a smaller scale exists for 50,000 or 
100,000 more persons who participate 
in pension and profit sharing plans, 
earning $4,000 to $5,000 a year, and 
“getting rich” potentially with the 
amounts set aside for them in a plan 
which may show a 25% to 30% appre- 
ciation in value. Here, he suggested 
either installing a split dollar plan for 
taking care of such employes, or in- 
stituting a profit sharing plan to fi- 
nance the purchase of life insurance. 

The most important problem for the 
man who owns a closely held busi- 
hess, Mr. Casey stated, is getting the 
liquid capital outside of his business 
to finance it in the event of his death. 
He suggested creation of a profit shar- 
ing trust which would provide the 
liquid funds to buy the business. 

In the event the business is a part- 
nership, the speaker advised incorpo- 
ration and having the corporation car- 
ty insurance on a key man basis. The 
corporation can accumulate $60,000 
with no questions asked. 

Mr. Casey discussed the case of a 
Man in the 25% estate tax bracket 
who bought a $100,000 policy 15 years 
ago. The policy is worth $75,000 to his 
family. It can be increased to $100,000 
ag premiums are paid by the com- 

y. 





The policy has $26,000 cash and 
$42,500 paid up values. Instead of as- 
signing his interest in the policy to his 
wife, in order to take it out of his 
estate, under the new tax law he can 
retain control over the cash value by 
taking paid up insurance and purchase 
a new $42,500 policy for his wife, the 
proceeds of which will not fall into 
the gross estate. He will have a premi- 
um saving of $550 a year. 

Lawyers, public accountants and 
corporate fiduciary men were present 
for a record breaking attendance. 


Emotional Appeal Cited 
as Aid to A&S Sales 


The easiest way to approach the 
motivation problem is to prospect 
among people who have undergone an 
emotional experience that might make 
them more aware of the benefits of 
A&S, Robert U. Shallenberger, director 
of A&S sales of Mutual Life of New 
York, told the annual sales congress of 
Ontario Assn. of A&H Underwriters in 
Toronto. An example of motivated in- 
dividuals are relatives and friends of 
accident victims, he said. 

The entire sales presentation should 


carry the motivating theme or emo- 
tional appeal. He suggested the use of 
visual material, such as scrapbooks and 
manuals. He gave examples of how to 
build motivation into a sales track and 
listed types of stories that can be told 
to prospects. If the motivation is prop- 
erly carried out, closing the sales will 
never be a problem, he said. 





Promotes McConkey, Dominy 

Robert J. McConkey and Grant W. 
Dominy have been appointed invest- 
ment assistants of Great-West Life. Mr. 
McConkey joined the company in 1950 
and Mr. Dominy in 1952. 
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ENDOWMENT @ 65 


RETIREMENT INCOME @ 65 (Male) 


MASSACHUSETTS MUTUAL’S UNIQUE AND FAMOUS 


Extra Protection Plan 


- - . is now available as a term rider with any form of permanent insurance 
— Ordinary Life, Executive Protection, Limited Payment Life, Endowment, 


ADJUSTABLE AS TO PLAN: 10-year, 15-year, 20-year, or to age 65. 
FLEXIBLE AS TO AMOUNT: from $3,000 minimum to 150% of basic insurance. 
PRIVILEGE OF CONVERSION: 


Full amount at one time or in installments; 
As of original age at issue, or . . . 
As of attained age (with full reserve as conversion credit) 


Liberal conversion period. 
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: Adding an equal amount of Extra Protection will 

es increase the premium by the following percent: 

° 10-Yr. Plan 15-Yr. Plan 20-Yr. Plan To Age 65 
23.2% 27.4% 32.7% 47.1% 
18.6% 22.0% 26.2% 37.8% 
16.5% 19.5% 23.3% 33.6% 
12.1% 14.4% 17.1% 24.7% 








MASSACHUSETTS MUTUAL LIFE INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
The Policyholder’s Life Insurance Company 
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Bar Assn. Asks Huber 
About Giving Advice 


NEW YORK—Solomon Huber, gen- 
eral agent of Mutual Benefit Life here, 
and his agency associates are being 
investigated by a subcommittee of 
the New York City Bar Assn.’s com- 
mittee on the unlawful practice of 
law. 

The investigation stems from the 
wording of two bronze plaques on the 
front of Mr. Huber’s office building. 
One of these refers to Solomon Huber 
Associates as “estate planners.” The 
other plaque says “Home of Estatol- 
ogy.” 

The subcommittee was assigned to 
hear Mr. Huber “for elucidation by 
you as to your activities under the 
signs displayed by you.” He testified 
for more than an hour before the sub- 
committee, which will continue its in- 
vestigation this week at the agency. 
The committee has asked to see every 
form that the agency uses in its fact- 
finding work, in its estate reports, and 
all other literature. 

Mr. Huber was not at all reticent 
about the investigation, saying he felt 
he owed it to the industry to let the 
news of this development be publi- 
cized. He made it clear to the sub- 


committee, although the question was 
not asked, that his agency charges no 
fees for its work, and each estate re- 
port bears a statement that it is de- 
signed for submission to and review 
by the client’s attorney. 


Top K. C. Life Agents 
to Meet May 18-20 


Members of Kansas City Life’s Pres- 
ident’s Club will convene at Kansas 
City May 18 for a four-day homecom- 
ing meeting—the third in the history of 
the club. Every five years, the group 
meets at Kansas City. Other years, its 
conclaves are held at prominent re- 
sorts. 

The convention, a feature of Kansas 
City Life’s 60th anniversary year, will 
be attended by about 200 top produ- 
cers. 

A highlight will be a luncheon ad- 
dress May 19 by Jessica Daves, ed- 
itor-in-chief of Vogue magazine. W. E. 
Bixby, president, will make his annual 
address that morning, and will install 
the new officers—Junius Romney, Salt 
Lake City, president; and vice-presi- 
dents John A. Utz, Valencia, Pa., C. R. 
Anderson, Kansas City, Charles F. Fox, 
Charleston, W. Va., and M. J. Long, 
Long Beach, Cal. Other events will in- 
clude business meetings and panel dis- 
cussions, as well as a full program of 
recreation, formal banquet, and con- 
ducted recreation. 


Over a thousand can be seated com- 
fortably for meetings in the new 
auditorium, 72’ wide by 112’ long. 

For a banquet it accommodates 
860. The 42’ by 20’ stage is com- 
plete with orchestra pit and 

dressing rooms. 





Other various sized rooms are suitable for 


any type of dining or meeting arrangement. 


A theatre, with inclined floor, provides lounge-type seating for 400. Its stage, 34’ x 
16’, also has orchestra pit and dressing rooms — plus a wide CinemaScope screen. 






For complete information 


address: 
DIRECTOR OF SALES 









WHITE SULPHUR SPRINGS, WEST VIRGINIA 


Or inquire of Greenbrier offices at: New York, 588 Fifth Ave., JU 6-5500 
* Boston, 73 Tremont St., LA 3-4497 « Chicago, 77 West Washington 
Street, RA 6-0625 * Washington, D. C., Investment Bldg., RE 7-2642 


Mutual, Omaha, Case 
in S.C. on Point of Law 


The South Carolina supreme court 
in the case involving Mutual Benefit 
H.&A. and a South Carolina policy- 
holder, reported in a recent issue of 
The National Underwriter, did not 
pass on the truth or falsity of the al- 
legations, L. E. Thorngren, general le- 
gal solicitor for the company, told a 
correspondent in an interview at 
Omaha. 

A file of the case at the home office 
contains certain data at variance with 
information alleged by the plaintiff, 
Simeon H. Gardner, the South Carolina 
policyholder, and does not show any 
wrong-doing on the part of the Mutual 
Benefit agent, M. R. Marsh. 

Mr. Marsh, now a district manager 
for W. J. Morgan, the company general 
agent in South Carolina, denied there 
was any fraud in obtaining the appli- 
cation, there was no record of previous 
health history, and Mr. Marsh stated 
that none was offered by the plaintiff 
following the question: “Do you or 
your dependents now have hospital, 
disability, or accidental death insur- 
ance?” The answer was “No”, and no 
information about another policy was 
given the agent. 

Mr. Thorngren, queried by The 
National Underwriter correspondent, 
pointed out that the supreme court in 
the case held that it was proper for a 
plaintiff to join in one action the issue 
of misrepresentation as well as the 
question of whether or not benefits 
were payable under the policy. This 
was the only question before the court. 
The court did not make any attempt to 
pass upon the truth or falsity of the 
allegations and the plaintiff’s com- 


plaint or in the company’s answer, and 
stated further that in a lower court 
proceeding “it may well be that the 
trial judge with the application and 
policies before him might properly 
conclude that certain paragraphs of the 
complaint should be stricken.” 

When plaintiff filed a series of 
claims with Mutual Benefit, it was 
found that previous health history not 
indicated on the application actually 
prevented his eligibility for coverage 
in the first place, and, as a result, his 
premium was refunded and the policy 
terminated. Nine months later, plaintiff 
brought suit against the company for 
benefits, asking $502 and making no 
allegation of misrepresentation by the 
agent. Had plaintiff been entitled to 
benefits, his claim would actually have 
totaled $275. 

In view of questions of fact involved 
and the expense necessary to secure ¢ 
determination of these issues, attorneys 
representing the company were in- 
structed to consummate a settlement, 
The company was willing to conclude 
such a settlement and an amount had 
been agreed upon. Nevertheless, the 
original suit was terminated and the 
present action brought asking for pun- 
itive damages, alleging, for the first 
time, fraud and misrepresentation. Be- 
cause of excessive demands for puni- 
tive damages, a settlement of the case 
was impossible and the appeal was 
brought. 

Mr. Thorngren commented that dur- 
ing 1954 more than 600,000 claims 
were filed with his company and 1% 
of this number, covering all 48 states, 
ended up in the filing of lawsuits, 
“This is the best indication that our 
company is anxious to keep our policy- 
holders satisfied,” said Mr. Thorngren, 
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JUNE 2-3 ARE DATES 


Topics Listed for 
Actuaries Western 
Spring Meeting 


Society of Actuaries will hold its 
annual western spring meeting June 
9-3 at the Hotel del Coronado, Coro- 
nado, Cal. Walter Klem of Equitable 
Society, the society president, will 
preside at the first business session on 
Thursday morning, and two of the 
vice-presidents, Pearce Shepherd of 
Prudential and Charles A. Spoerl of 
Aetna Life, will preside over the re- 
mainder of the meeting. 

There will be four main informal 
discussion topics and a smaller com- 
pany forum with three main topics, 
Garnett E. Cannon, Standard of Ore- 
gon, chairman. Also on the agenda is 
a forum on electronic machines, which 
will be held Thursday at 2 p.m., with 
Malvin E. Davis of Metropolitan as 
chairman. 

New papers will be presented 
Thursday. The following subjects will 


be discussed informally: 

I. Selection, Education and Training of 
Actuarial Students. 

A. Are we attracting the right type of per- 
son to the actuarial profession? 

B. Is our course of study adequate, or 
should more topics be included, e.g., elec- 
tronic machine methods? Is there any topic 
now included which should be dropped? 

C. Should the syllabus contain advanced 
reading courses beyond the scope of the exam- 
ination to facilitate a higher degree of com- 
petence in gpecialized fields? 

D. Are our examination standards proper? 
Has there been any appreciable change in re- 
cent years? 

E. What are the prospects of inducing more 
colleges to provide instruction in actuarial 
subjects? What additional educational aide 
might be made available to students? 


JUNE 8 


Il. Individual A&H Insurance. 

A. What problems will arise in furnishing 
data to the committee on experience under in- 
dividual A&H? How may these problems be 
solved? 

B. To what extent is the ratio of actual to 
expected claims used as a measure of claim 
experience instead of the traditional ratio of 
claims to premiums? 

C. What contractual and practical prob- 
lems arise in policy changes involving an in- 
crease in benefits insured and how are these 
best solved? 

D. What group valuation methods have been 
found desirable in computing the reserves for 
non-cancellable loss-of-time coverage? 

III. Mortality under Individual Immediate 
Annuities. 

A. What conclusions can be drawn from 
the 1954 committee re ort? 

B. Are the present bases and valuation 
standards for individual annuities and set- 
tlement options satisfactory? 

IV. Mortality on Policies for Large Amounts. 

Hew reliable are the indications of the 
1954 committee report, in particular the rates 
under term policies and for ages below 40? 

B. How much may the following have in- 
fluenced the figures: (a) Inflation; (b) High 
levels of economic activity; (c) Growing pop- 
ularity of business insurance. 

C. What changes in limit and underwrit- 
ing policies for large amounts may be indi- 
ated? 





SMALLER COMPANY FORUM 


I. Underwriting. 

A. What has been the effect on smaller 
companies of the introduction of low-cost 
Policies with high minimum amounts? What 
means has been used to successfully meet 
this competition? 

B. How have smaller companies used the 
1951 medical impairment study in their un- 
derwriting? 

C. Are the lower ratings announced by 
some companies for aviation risks an indica- 
tion of enlargement of the standard and sub- 
standard classes for rating purposes? To what 
extent should there be an expansion of rating 

sses for aviation, occupation, health, and 
other hazards? 

II. Statistical Analysis, Group Insurance. 

To what extent do the smaller com- 
panies use the reports of mortality and mor- 
bidity issued by the Society of Actuaries? Is 

re need for any additional statistical in- 
formation? 

B. What practices are followed to obtain a 
Satisfactory experience with group accident 
and sickness and group hospital, surgical and 
medical coverages? To what extent is age rec- 
ognized in the premium? Is it necessary for 
a smaller company to write these coverages 
to be successful in the group field? 

- What problems have been encountered 
in insuring small groups with as few as 10 
lives?’ How do the rates of mortality and 


morbidity for such groups compare with such 
rates for larger groups? 

III. General. 

A. What measures can the smaller company 
take to reduce the expense of printing and 
preparing policy forms for ordinary and 
grow2? How far is it feasible to go in 
shortening or simplifying application forms 
to reduce expenses? 

B. At what stage in a company’s growth 
is it advisable to shift from manual to ma- 
chine accounting processes? To what extent, 
if any, should a company plan beyond its 
immediate needs in adopting or revising a 
punch-card system? 

C. Are quality rating selection methods 
achieving satisfactory results? What other 
measures have been taken by smaller com- 
panies in recent years to promote persistency 
of both old and new business? Do the results 
obtained justify the expense? 





N. H. A&H Underwriters 
Hear Talk by Coursey 


William G. Coursey, managing di- 
rector of International Assn. of A&H 
Underwriters, was guest speaker before 
New Hampshire Assn. of A&H Under- 
writers at Manchester. 

He cited the need for better education 
of A&H agents, discussed legislative 
problems they face and introduced a 
visual sales kit used in soliciting mem- 
bership. The New Hampshire associa- 
tion will hold its next meeting at 
Laconia June 20. 










The Pacific National Man Is Doing ) 

SOME VERY 
PLEASANT 
PLANNING! 


Qualified producers for Pacific 
National are planning for conven- 
tions at the Del Coronado in San 
Diego in 1955 and Hawaii in 
1956. Of course, all Pacific Na- 
tional agents enjoy a non-contri- 
butory pension plan and top com- 
mission contracts in representing 
Pacific National Life Assurance Co. 

HOW ABOUT YOU? If inter- 
ee ested, write Kenneth W. Cring 
* about the excellent agency open- 
ings with... 


PACIFIC NATIONAL LIFE ASSURANCE CO. 





Se 
< es A 
Af a 1 

\ A 


SO wawailt, 
; xo 
/ mae 
Ome lA 


“Ate YOU on ae 


putside looking in 











Pervert 











411 EAST SOUTH TEMPLE + SALT LAKE CITY, UTAH 
RAY H. PETERSON, PRESIDENT °  K. W. CRING, V.P. & SUPT. OF AGENCIES 
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especially designed for employers with 
10 to 24 employees! 


rs 


NOW...FIRST TIME FOR NEW YORK AGENTS, BROKERS! 


U. S. LIFE offers True Group Life Insurance 





™ 





At last — thousands of new 
firms can now qualify for 
Group Life Insurance here- 
tofore limited to larger firms. 
Check your very own files 
for leads. Group Accidental 
Death & Dismemberment, 
Hospitalization, Surgical, 
Medical Reimbursement and 
Disability Benefit Law cover- 
ages are also available for this 
size group. Get the facts... 
“Write now!” 


Stop Groping 
Start GROUPING! 
Write now to 


your U. S. Life 
general agent orto... 
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ALL THESE SELL-ECTIVE FEATURES: 


e Automatic (no e New, attractive 


medical exam commissions 


required) coverage up © Conversion privilege 


to $5,000.00 
¢ Waiver of premium 
(Up to $10,000 with 
home office approval) ° Simplified group 
accounting 
¢ Standard group rates procedures 
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LIFE INSURANCE COMPANY 
IN THE CITY OF NEW YORK 


84 William Street, New York 38, N. Y. 
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DITC, New Training 
Group for AGH, Now 


and it is anticipated selection will be 
announced about July 1. Salary of the 
director will be paid by DITC. 

The completely new DITC textbook 








BUREAU FEATURE 
List Agenda for 
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ated by E. A. Hauschild, Security My. 
tual Life of New York, will open Weg. 
nesday’s session. Panel members are 
N. J. Brown, Hartford Accident; E, j, 








= is off the press, and the first pilot ae Cadwell, Monarch Life; J. F. Ly the 

Fully Or ganized course is currently running at Butler [ndiyidual A&H Ocean Accident; W. H. Greenwood Jr, | 1° 

Organization of Disability Insurance University in Indianapolis. Provident Mutual Life; B. S. Davis, Ai 

Training Council has been completed DITC is taking applications for Sem inar at N.Y.C. State Mutual Life; R. J. Sullivan | © 

by International Assn. of A & H Un- paid instructors and will conduct an : Travelers, and Dr. H. E. Christensen, dic 

derwriters. Incorporated asa non-prof- instructor school in late summer. A host of current problems will be Union Mutual Life. en 

it organization for the purpose of train- Headquarters of the organization, for given detailed treatment at the educa- w, H. Stuek, Travelers, will discuy An 

ing in A & H, it expects to add trus- the time being, at least, will be with tional seminar on individual insurance pre-existing conditions, and J. F. Fol). ( 

tees from all trade associations inter- those of IAAHU in Chicago. sponsored by Bureau of A & H Under- mann Jr., bureau general manager, | Su! 

ested in such training. John Galloway, writers and to be held May 24-25 at will moderate a discussion of reunder. Th 

Provident L. & A., Birmingham, past the Biltmore hotel, New York city. writing principles. cor 

president of the International, is serv- Form Roanoke A&H Assn. Opening remarks will be made by Medical underwriting will be con. | > 

ing as director until the appointment Roanoke (Va.) Assn. of A & H Un- Alfred W. Perkins, Union Mutual Life, sidered by the closing panel, the partic. | 2! 

of a full time man. derwriters was formed at a meeting >Ureau chairman, and Charles Seavey, jipants being Dr. O. G. Goldkamp of | 2” 

Temporarily funded by personal addressed by William Coursey, man- So of Union Mutual Life, chairman of Connecticut General, Dr. Joseph Horan pol 
contributions from several members aging director of the International as- the seminar committee. . f of Metropolitan and Dr. John Malgierj 

of the board of the International, DITC sociation. First day speakers and their topics of New York Life. tha 

expects to raise capital funds through J, Clarke Wray, Washington Na- 4re O. W. Anderson of Health Inform- pjseyssion leaders for the various ne\ 

the sale of advanced fund certificates tional, served as chairman and Wil- ation Foundation, medical costs and sessions will be P. W. Sade of Lumber.| the 

in the amount of $50 each, similar to liam Bradshaw, Monarch Life, was Underwriting implications; Harry L. mens Mutual Casualty, O. S. Siegmund pro 

the CLU plan. Companies and general named temporary secretary. Named to Graham, Bankers Life of Iowa, a de- anq Messrs. Hauschild and Seavey.a| Ait 

agents who purchase the certificates the committee that will help com- ductible for hospital expense insur- reception is scheduled for Tuesday f 

may use them for training credit with- plete organizing were E. V. Cox, ance; Mortimer Spiegelman, Metropol- oyening. me 

in two years for men enrolled in any Mutual Benefit H . & A.; L. H. Whit- itan, insuring the older ages; Louis A. adc 

DITC school. well, Monarch Life, and Ernest Baker, Orsini of the bureau, individual hospi- Conn. Mutual Wins $1,583 Tax Suit the 

There have been several applica- who heads a Roanoke agency. The tal admission plans, and C. J. McBride, Federal Judge Smith has ruled that the 

tions for the permanent directorship next meeting is scheduled for June 1. Travelers, uniform claim forms. the internal ae bureau erroneous. and 

Rs ly collected $1,583 in social security A 

That afternoon a panel, led by Ro- taxes in 1952 to cover remuneration} vie 

bert E. Ryan, Royal-Liverpool, will ap- paid by Gonnecticut Mutual Life tea} rea: 

praise major medical coverage. Parti- four-man auditing team elected by yea 
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Talks by E. M. Erickson, Ohio Farm Pojio Insurance Reassures Mother | 24m 

Bureau Mutual Auto, on insuring the An Albuquerque, N. M., mother, who gest. 

rural population; C. E. Stevens, Stand- ..emeq to have more confidence in lem: 

ard Accident, the future for sickness her insurance than in a widely-her- tem: 

and disability insurance, and J. F. Mc- alded scientific development, notified | he s 

Alevy of the bureau, legislative devel- school officials that her child did not} itor 

opments, will close the session. need Salk vaccine injections because] he y 

A risk selection case clinic, moder- “we have polio insurance.” the ; 








"Let's not overlook the other 
"key-man' in the house — the 
She's a mother, nurse, dietitian, 


wife. 


housekeeper, purchasing agent, money 
manager, bookkeeper, all-around planner. 
Besides playing these vital roles, she even 
saves her husband several hundred dollars 
every year in income taxes just by being 


around! 


All of this suggests good reasons 


why we at North American find our company's 
HOMEMAKER'S READJUSTMENT PLAN such a sensi- 
ble life insurance deal to broach to today's 
husbands. At age 27 a premium of $5 a month 
will handle a $5,000 contract. There's real 
"key-man' protection for you!" 


NORTH AMERICAN 
Kio and Casualty Company 


HOME OFFICE: MINNEAPOLIS, MINNESOTA , 
4. E. SCHOLEFIELD, Vice President—Director of Agencies. 


‘A MUTUAL COMPANY © ESTABLISHED 1860 


H. P. SKOGLUND, President * 


LIFE « ACCIDENT+ SICKNESS » HOSPITAL GROUP 


LIFE INSURANCE ‘COMPANY OF ¢ } CU mlerien 


58 UNION SQUARE NEW YORK 3, N. Y 
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Predicts More Use of 
Outside Consultants 


There will be increasing scope for 
the use of outside consultants in busi- 
ness, with advantageous results, George 
Aitken, assistant general manager and 
comptroller of Great-West Life, pre- 
dicted at the eastern spring confer- 
ence of the Controllers Institute of 
America, held at Toronto. 

Great-West’s experience with con- 
sultants, he said, has been favorable. 
The company engaged a management 
consulting firm mainly to conduct a 
brief training program for officers 
and supervisors. The firm also made 
an over-all examination of company 
policies and procedures. 

“As a result of their work, we felt 
that supervisors and officers took a 
new and more enlightened interest in 
their problems, with consequent im- 
provement in supervision,” said Mr. 
Aitken. 

About 60% of the firm’s recom- 
mendations on _ procedures were 
adopted. Many of these originated in 
the life company itself, but “we had 
the benefit of independent, unbiased, 
and capable review.” 

Mr. Aitken believes an over-all re- 
view of this type can be carried on at 
reasonable intervals, say every eight 
years, depending on circumstances, 
with special assignments in between, 
as required. 

Similar considerations apply to the 
use of outside firms of chartered ac- 
countants, Mr. Aitken said. 

“Those of us directly responsible for 
administration welcome practical sug- 
gestions aimed at the control of prob- 
lems of organization, personnel, sys- 
tems and procedures, and control,” 
he said. “The role of the outside aud- 
itor can be valuable in the extreme if 
he will extend his examination beyond 
the pure accounting system to include 
a critical review of all of these fac- 
tors.” 





Form Detroit Pension Firm 

Pension Consultants, Inc., has been 
organized at 607 Shelby street, De- 
troit, by M. H. Blankenhagen and 
Herbert A. Cavanagh. The new organ- 
ization will deal principally in estate 
analysis. 

M. Y. Blankenhagen Co. and the H. 
A. Cavanagh agency, both general 
insurance agencies, will continue to 
operate separately. 
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A Combination Company offering 
all forms of Ordinary Life, Weekly 
Premium Life, Hospitalization, 
Health and Accident, and Credit 
Life Insurance. 








$161,936,345 
life Insurance in Force Dec. 31, 1954 


Our 48th Year of Service 














Start All-American’s New Office 


Construction has begun on All 
American Casualty’s new $500,000 
home office building in Park Ridge, 
Ill, with occupancy scheduled for No- 
vember, 1955. Company growth over 
the last three years, a period during 
which premium income increased 
635%, made it necessary to seek quar- 
ters larger than present offices at 53 
West Jackson boulevard in Chicago. 


Of Georgian Colonial architecture, 
the new three-story brick building will 
be entirely air conditioned and contain 
8,000 square feet of floor space on each 
floor. The company originally will oc- 
cupy two floors, renting the third. 
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St. Louis Blue Cross Rate 


Boost Ranges Up to 84% 


ST. LOUIS—Rate increases from 
11% to 84% were made effective May 
1 by Group Hospital Service, the St. 
Louis Blue Cross plan. Benefits in 
some cases were increased, as were al- 
lowances for private rooms, out-patient 
care and non-service hospital expense. 

The two-member classification is 
being eliminated and such married 
couples will pay the higher family 
membership dues. Family membership 
in employer groups will be increased 
from $4 to $4.60 per month, and those 
who have been paying only $2.50 a 
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1 CUSTOMER SEMINAR 
| FOR 





Executive Session... 








month for their two-member dues will 
now pay $4.60, an 84% boost. 

Individual dues have been raised 
from $2.25 to $2.50 a month, and the 
family rates have gone from $4.25 to 
$5 a month. There also has been a 38% 
rate increase for persons holding mem- 
berships through special groups such 
as Automobile Club of Missouri. 

All members now will be entitled to 
70 days of hospital care per admission, 
and those remaining in hospitals beyond 
that period will receive an allowance 
of $3 a day for an additional 180 days. 
Benefits for out-patient care have been 
increased from $15 to $25 per admis- 
sion. The non-service hospital allow- 
ance has been upped to $10 a day. 
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IBM keeps customers up to date 
on newest data processing methods 


When time-pressured life insur- 
ance executives pack off to an 
IBM school for a week. . they do 
so with good reason! 

For, here at one of the thirteen 
IBM customer seminars to be held 
for life insurance executives this 
year, they'll be brushing up on the 
newest, fastest . . . most economi- 
cal methods for processing their 
mountains of accounting and sta- 
tistical data. 





Customer education has always 
played a vital role in the IBM 
leadership story. In fact, classes 
are constantly in session to satisfy 
the variety of executive interests. 
IBM instructors are hard at work 
teaching more customers the best 
ways to use IBM equipment more 


profitably. 


Seminars scheduled this year 


RESIDENT: Poughkeepsie, N. Y. 
Endicott, N. Y. 

REGIONAL: Atlanta, Birmingham, 
Chicago, Dallas, Denver, Hartford, 
New York 


Some topics to be covered 
¢ Health, Accident and Hospitalization 


(with emphasis on Electronic Data 


: Processing ) 
You can get complete detailson . By 705 
IBM executive schools from your _e IBM 650 


local IBM representative. 





DATA. 
PROCESSING 








¢ Consulting Actuarial Problems 


International Business Machines Corp., 
590 Madison Avenue, New York 22, N. Y. 


WORLD'S LARGEST PRODUCER OF DATA PROCESSING MACHINES 








14 





FieNATIONAL UNDERWRITER 





May 13, 1955 





EDITORIAL COMMENT 





Varied Views on the Variable Annuity 


The hearing on the Prudential’s var- and not having delved very deeply into 


iable annuity bills, scheduled for Fri- 
day of this week before the New Jersey 
legislature’s assembly business affairs 
committee, should produce a great deal 
of interesting and significant material 
on both sides of this vital and contro- 
versial matter. 

The variable annuity is not yet avail- 
able to the general public, yet it seems 
no exaggeration to say that it is prob- 
ably the most important development 
in life insurance since the introduction 
of non-forfeiture values. 

This seems like a particularly safe 
prediction if the present level of pros- 
perity continues at least as high as it 
is now for long enough so that the 
variable annuity idea can become firm- 
ly established, get the bugs shaken out 
of it, and become accepted as one of 
the ways in which a man can protect 
himself and his family against the un- 
certainties of the future. 

From small beginnings, the variable 
annuity has developed into a contro- 
versial matter of such consequence 
that the two largest companies hold 
diametrically opposite viewpoints on 
it. Prudential is for it, Metropolitan is 
against it. 

The pros and cons of the variable 
annuity involve many ramifications. 
Unfortunately, in some of the discus- 
sion on the variable annuity there 
seems to have been a good deal of pre- 
judice masquerading as reasoned con- 
clusions. 

On the whole, we have been more 
impressed by the logic of the argu- 
ments of the variable annuity’s pro- 
ponents than by those of its opponents. 
This is not to say that its advocates 
are right and the opposition is wrong. 
because what usually happens when 
a new development is brought forward 
is that its spokesmen have put a great 
deal of thought into it, they have or- 
ganized their arguments, and have 
done their best to explain away any 
weaknesses that the opposition might 
lay hold of. 

On the other hand, the opponents 
of a new idea, such as the variable an- 
nuity, may feel themselves to have 
been caught flat-footed. If they believe 
the thing is something of not too 
reat importance they are likely to 
take refuge in the natural distrust of 
anything new, and to conjure up all 
the fantastic evils that might occur, 
forgetting that a lot of the same kinds 
of evils, or worse, could occur under 
the present system in the absence of 
common sense and legal restraint. 
Having studied only the proposal itself, 
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the reasons behind it, they are likely 
not to balance the consequences of fail- 
ure to adopt the new measure against 
the consequences of adopting it. 

The basic question, we believe, is 
whether the variable annuity is some- 
thing that the public should be per- 
mitted to buy. It is no answer to say 
that there might be sales abuses and 
misunderstandings and hence the var- 
iable annuity should be kept out of the 
hands of the public. Before these ob- 
jections can be regarded as controlling, 
it would first have to be shown that 
there is no reasonable expectation that 
the variable annuity can be sold with- 
out involving these abuses in a suffi- 
ciently serious way to make the plan 
more of a curse than a blessing. 

If it can be shown that ownership of 
variable annuities is desirable—assum- 
ing that abuses and misleading sales- 
manship can be adequately controlled 
—the next question is whether the 
contract should be issued by a life 
company or some other type of institu- 
tion. Though based on common stocks 
and providing a guarantee of a speci- 
fied percentage of participation rather 
than of a specified number of dollars, 
the variable annuity seems much more 
like an annuity than anything else and 
hence a logical contract for a life com- 
pany to issue if anybody is going to 
issue it. 

In addition to being opposed by some 
life companies and agents, the variable 
annuity has run into even more intense 
opposition from the National Assn. of 
Investment Companies, which is the 
mutual funds’ organization; the Na- 
tional Assn. of Securities Dealers, and 
the Investment Bankers Assn. 

Their opposition is quite understand- 
able, on competitive grounds, although 
they are basing their position on the 
argument that if life companies issue 
variable annuities they will be in effect 
selling common stocks to the public 
without being regulated by the securi- 
ties and exchange commission. The 
mutual funds’ contention is that state 
regulation would not be as effective as 
SEC regulation. This argument appears 
to be based on a happy ignorance of 
how tough state regulation of life in- 
surance activities can be and how 
readily it can be tightened up to take 
care of any new types of abuses. 

There are some interesting and im- 
portant implications to the writing of 
variable annuities. Perhaps the biggest 
of these is the possible result of having 
life companies own a very much larger 
share of common stocks than they do 
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now. One of the objections that has 
been raised against the variable an- 
nuity is that life companies might be 
regarded as dominating many impor- 
tant corporations, which of course they 
cannot do when their principal mode 
of investment is bonds and other evi- 
dences of debt. 

Implicit in the entire question is the 
broader one of whether the huge and 
growing proportion of public savings 
represented in life company assets 
should be to such a large extent in- 
vested in evidences of debt rather than 
in equities of one form or another. Sav- 
ings or investment through institution- 
al channels is becoming more and more 
popular. Not only is a larger percentage 
of the public’s investments going into 
these channels but more of the public’s 
income is going into savings and in- 
vestments than formerly. 

Therefore, it is logical to face this 
question: Shouldn’t the public’s insti- 
tutionalized savings, as represented in 
life company assets, be invested in 
ownership rather than as mortgages on 
somebody else’s ownership, which is 
what bonds are? Should the public, in 
its institutionalized savings, want to be 
in the owner position or the mortgagee 
position? 

Undoubtedly a mixture of both types 
of investments is desirable from the 
viewpoint of the person or corporation 
that needs financing and from the per- 
son or corporation with money that 
wants to put it to work. The ratios of 
total savings represented by equities 
on the one hand and evidences of debt 
on the other should be allowed to find 
their proper levels through the opera- 
tion of economic law, with a minimum 
of artificial influences. One of these 
artificial influences is the fact that life 
companies by tradition, by the opera- 
tion of statutes, and because of the 
problem of valuation of common 
stocks have invested relatively trifling 
amounts in equities. A practical reason 
why it is impossible for life companies 
to own any great proportion of common 
stocks under their present setup is that 
it could cause violent fluctations in 
surplus because stocks have to be val- 


ued at the market. 

For this reason the variable annuity, 
which is based on a separate fund that 
involves no guarantees except as to 
expenses and mortality, would open 
the way for a much more general pub- 
lic sharing in the ownership of the 
nation’s corporations. This would have 
the good effect of permitting equity 
financing and debt financing to find 
their proper respective levels through 
operation of economic law when other. 
wise the result might be a glut of debt 
money from life insurers, with conse- 
quent lowering of the earnings rate. 

As the country reaches a stabilized 
high level of prosperity there is pro- 
portionately less need for debt financ- 
ing as a means of corporation expan- 
sion. Many corporations are now finan- 
cing their expansion out of plowed- 
back earnings. 

Fears that life companies, through 
their variable annuities, would domin- 
ate corporate operations to any impor- 
tant degree seem pretty far-fetched, 
in view of the small percentage of stock 
in any one corporation that any life 
company would be likely to own. Some 
recent heated proxy fights in big cor- 
porations suggest that it wouldn’t be a 
bad idea to have among the stockhold- 
ers a sizable representation of the kind 
of sound management ideas that com- 
panies might be expected to stand for. 

As for the danger that the life com- 
panies’ role as_ stockholders might 
eventually become too dominant for 
the good of the general economy, that 
seems like a bridge that needn’t be 
crossed until at least it is determined 
to exist. If it is desirable that the public 
be given the opportunity to participate 
in American industry more as part- 
owners than as mortgage-holders, the 
variable annuity seems to offer a good 
way of doing it. If added safeguards 
should eventually prove advisable to 
avert undue life-company domination 
of industry, it would seem that that is 
the way to take care of the situation, 
rather than using the possibility of 
such an occurrence as a reason why 
the variable annuity should be denied 
to the public. 








PERSONAL SIDE OF THE BUSINESS 





Frank E. Westerberg, art director of 
LIAMA, has received an award of 
meritorious distinction from Boston 
art directors in their annual competi- 
tion for advertising and editorial art. 


Mrs. Lillian K. Joseph, agent of 
Home Life of New York, has been el- 
ected president of the New York City 
Federation of Women’s Clubs. She is 
a past chairman of the Women’s Quar- 
ter Million Dollar Round Table of Na- 
tional Assn. of Life Underwriters and 
of its women underwriters committee 








ADVERTISING OFFICE: 

175 W. Jackson Blvd., Chicago 4, Ill. 
Telephone Wabash 2-2704, 

Advertising Manager: Raymond J. O’Brien. 
SUBSCRIPTION OFFICE: 

420 E. Fourth St., Cincinnati 2, Ohio. 
Telephone Parkway 2140. 


and served for two terms as president 
of the New York City League of Life 
Insurance Women. She is Ist vice-pres- 
ident of the New York League of Busi- 
ness & Professional Women and is on 
the executive committee of the Girl 
Scouts Council of Greater New York. 


DeWitt Carter, chairman of Ameri- 
ican United Life, is recovering from 
injuries sustained in an automobile 
accident near Lebanon, Tenn. He was 
hospitalized a few days at Nashville 
for treatment of a rib fracture and 


Sa nS 2 ENS EPP RR A TEED 





OFFICERS: 

Howard J. Burridge, President. 
Louis H. Martin, Vice-President. 
Joseph H. Head, Secretary. 

John Z. Herschede, Treasurer. 

420 E. Fourth St., Cincinnati 2, Ohio. 


Telephone Parkway 2140. 








ATLANTA 3, GA.—432 Hurt Bldg., Tel. Main 
1634. Fred Baker, Southeastern Manager. 


BOSTON 11, MASS.—207 Essex St., Rm, 421, 
Tel. Liberty 2-1402. Roy H. Lang, New Eng- 
land Manager. 


CHICAGO 4, ILL.—175 W. Jackson Blivd., Tel. 
Wabash 2-2704. O. E. Schwartz, Chicago Mgr. 
R. J. Wieghaus, Resident Manager. 


CINCINNATI 2, OHIO—420 E. Fourth Street, 
Tel. Parkway 2140. Chas. P. Woods, Sales 
Director; George C. Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Editor; 
Roy Rosenquist, Statistician. 

DALLAS 1, TEXAS—708 Employers Insurance 
Bldg.. Tel. Prospect 1127. Alfred E. Cadis, 
Southwestern Manager. 

DETROIT 26, MICH.—502 Lafayette Bldg., 
Tel. Woodward 1-2344. A. J. Edwards, Resi- 
dent Manager. 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bldg., Tel. Victor 9157. William J. Gessing, 
Resident Manager. 

MINNEAPOLIS 2, MINN.—1038 Northwestern 
Bank Bldg., Tel. Main 5417. Howard J. Meyer, 
Resident Manager. 

NEW YORK 38, N. Y.—99 John Street, Room 


1103, Tel. Beekman 3-3958. Ralph E. Richman, 
Vice-Pres., J. T. Curtin. Resident Manager. 


OMAHA 2, NEBR.—610 Keeline Bldg. Tel 
Atlantic 3416. Clarence W. Hammel, Resident 
Manager. 


PHILADELPHIA 9, PA.—123 S. Broad Street 
Room 1127, Tel. Pennypacker 5-3706. E. H. 
Fredrikson, Resident Manager. 

SAN FRANCISCO 4, CAL.—Flatiron Blag., 54 
Market St., Tel. Exbrook 2-3054. A. % 
Wheeler, Pacific Coast Manager. 
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lacerations. Mrs. Carter and another 
couple, who were passengers in the 
same car, were not injured. The driver 
of a truck, which collided with the 
auto, was jailed on a drunken driving 
charge. 


Vesper L. Wur- 
ster, whose ap- 
pointment as man- 
ager in Philadel- 
phia for Mutual of 
New York was re- 
ported in last 
week’s issue, has 
been acting mana- 
ger there since 
September. He has 
been with the com- 
pany since 1935 
and is a CLU 


Vv. L. Wurster 


Deane C. Davis, who is president 
of National Life of Vermont, has left 
the hospital and is recuperating at 
home from injuries received when the 
horse he was riding shied, fell and 
landed on him. Mr. Davis was pain- 
fully injured but no bones were broken. 
He was forced to cancel an engagement 
to speak at the Assn. of Life Insurance 
Counsel meeting at White Sulphur 
Springs. 


Henry E. North, vice-president of 
Metropolitan in charge of the Pacific 
Coast head office, has been appointed 
a member of the San Francisco devel- 
opment agency by Mayor Robinson. 


Herschell Emery, general agent for 
Mutual Benefit Life, has been elected 
a director of the sales executive coun- 
cil of the Nashville Chamber of Com- 
merce. 


DEATHS 


CEDRIC L. SCOTT, 55, died at his 
home in San Marino, Cal., after an 
illness of several months following a 
heart attack. He was a member of the 
firm of Scott & Co., brokers, with of- 
fices in Los Angeles and San Francis- 
co. A CLU, he also was an agent for 
a number of life insurance companies. 


M. D. BAUMGARDNER, 57, district 
manager at Toledo, O., for Prudential, 
died there of a heart attack. 


C. WILSON, who retired two years 
ago as Vicksburg, Miss., district man- 
ager of National Health & Accident, 
died there of a heart attack in his 
home. 











Toole Named Prudential 
V-P, Cheatham Director 


S. Westcott Toole has been pro- 
moted to vice-president of Prudential 
and Owen R. Cheatham has been 
elected a director. 

Mr. Toole, a 2nd _ vice-president 
since 1947, succeeds vice-president 
George E. Potter, who has retired after 
47 years of service. Mr. Toole will su- 
pervise operations of the home office 
buildings and plant department, with 
which he has been identified since 
1946. He joined the company in 1931. 

Mr. Cheatham is president of Geor- 
gia-Pacific Plywood Co. and is a direc- 
tor of numerous organizations. 





Fidelity Mutual has introduced a 
30-year decreasing term policy. This 
is in addition to the decreasing term 
policies for 15, 20 and 25 years. 
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REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY 


Theo. P. Beasley, President 


life insurance in force exceeds 


$735,000,000.00 


PLUS: One of the most advanced agents 
Supervised offices . . . Trained Group 


Underwriting and home office staff. . . 
Top commissions. 


programs in the nation... 


assist agents . . . An alert 


Home Office, Dallas 





Beth 


Raymond W. Simpkin, agency vice-president of Connecticut Mutual Life, 
congratulates Robert H. Goldsmith, leader in paid volume (right), and Bernard 
H. Zais, runner-up (left), after the awards ceremony at the company’s four- 
day national convention in Hollywood, Fla. Mr. Goldsmith is associate general 
agent of the Bates agency in Los Angeles. Mr. Zais is with the Coffin agency 
in Rutland. 
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Bankers Life of Nebraska 
offers this preferred low 
rate plan especially designed 
to fit the man in business. 

A $10,000 minimum policy 
with very competitive premium 
rates, high cash values and 
an excellent dividend scale. 
It is just one of a complete 
line of top policies offered 

by Bankers Life of Nebraska 
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Estate Planning Must be Tied to Taxes, 
Eiber Tells Brooklyn Agents Assn. 


The very use of the word “taxes” 
today alerts the average prospect, who 
shows interest in the subject because 
he is more tax-conscious than tax-in- 
formed, Bernard M. Eiber, general 
agent of Mutual Trust Life in Brook- 
lyn, told the Brooklyn branch of New 
York City Life Underwriters’ Assn. 

Estate creation has income tax as- 
pects, estate conservation has income 
and gift tax aspects, estate distribution 
has income and estate aspects, Mr. 
Eiber pointed out. Unless estates are 
properly planned, one is not sure of 
the amount or nature of property that 
will be transferred at his death. In- 
telligent, comprehensive estate plan- 
ning must consider drafting a valid 
will, programming life policies, own- 
ership of property, preparing a busi- 
ness agreement, making insurance 
gifts, setting up a trust, making life- 
time gifts, arranging an estate for tax 
savings, and transferring ownership 
of life policies. The entire field of life 
insurance and annuities is tied to es- 
tate planning and each of the points 
comprising it is covered in the new 


tax law. 

Life paid under settlement options 
still can enjoy preferred income tax 
treatment if properly arranged, despite 
some appraisals of new section 101 to 
to the contrary. The new law retains 
the provision that gross income does 
not include amounts received under 
a life contract if they are paid due 
to death of the insured. Mr. Eiber, who 
is a CLU and attorney, explained a 
number of new, changed and retained 
provisions in the tax law concerning 
insurance and told how they may be 
applied by agents in servicing clients 
and selling prospects. 


Mark C. Muller, agent of Phoenix- 
Mutual Life’s Kuesel agency in New 
York City, described some of the tech- 
niques he uses in selling professional 
men, his specialty. Because this type 
of prospect has a good intellect, above 
average income and is used to con- 
trolling situations, he must be ap- 
proached in a brief and to-the-point 
manner. With a young professional 
man, Mr. Muller jots down some facts 
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CONFERENCE 


In being a part of a great industry, there is an 
attendant obligation to serve it. 


Almost fifty years ago the Southern Casualty and 
Surety Conference, now the Life Insurers Conference, 
was organized to serve the general welfare of the 
insurance business . . . to help the insurer more fully 
realize his responsibility to the public. 


At Life and Casualty Insurance Company of Tennessee, 
we fully recognize our obligation to support our 
industry service organizations. 
its organization and have continually given support to 
L.I.C. We have sent large delegations to all 
conventions, served on committees, and at times 
have held offices in the conference. 
our president, Mr. Guilford Dudley, Jr., is a member 
of the executive committee. 

To the Life Insurers Conference . . . for collecting and 


disseminating vital statistics in the fields of life, 
health and accident insurance, and for playing such 


We participated in 


Today, 


our industry's growth and 


well-being, Life and Casualty dedicates this salute. 


1S; Inst Lance na 29 ually 


JR PRES HOME OFFICE: NASHVILLE 


as he questions the prospect, estab- 
lishes his need for insurance through 
conversation, and then outlines the 
best contract the company offers in 
the low cost field. 

When interviewing an established 
professional man carrying a_ large 
program, Mr. Muller checks the pros- 
pect’s policies with an eye to obtain- 
ing extra benefits without added cost. 
After learning the man’s objectives, he 
makes suggestions to help him reach 
them. A CLU and Million Dollar 
Round Table member for 10 consecu- 
tive years. Mr. Muller was critical of 
the “horde” of self-styled estate plan- 
ners who attempt to discredit the pre- 
vious agent, make destructive changes 
and offer lower premiums. 

Mutual funds and life insurance are 
in competition only for the customer’s 
dollar: they do not sell similar prod- 
ucts. He advised against getting into a 
a dollars-and-cents comparison over 
a period of years between a mutual 
fund and an annuity contract. The 
prospect should be told a price com- 
parison cannot be made unless he ob- 
tains a statement from the fund sales- 
man that, at the end of a stated num- 
ber of years, he will get back all of 
his principal. A risk accompanies ev- 
ery investment. If a man has adequate 
insurance, annuities and a home paid 
for, he then might consider buying 
securities or a mutual fund. 

Maurice Blond, Mutual Trust Life, 
served as moderator. President Morris 
M. Besso announced the slate of of- 
ficers prepared by the nominating 
committee: For president, Edward C. 
Dohse, Prudential; administrative vice- 
president. Murray S. Klein, Metropol- 
itan Life; educational vice-president, 
Marvin L. Carlton, New York Life; 


membership vice-president, Mr. Blond; 
public relations vice-president, George 
D. Ayd, Prudential; secretary, Herbert 


Bluttman, Penn Mutual; directors, 
Myron I. Specht, Security Mutual Life, 
Joseph Schulman, Aetna Life, Leonard 
Silverman, Prudential, and Mr. Besso, 
Metropolitan Life. They will be elected 
and installed June 1. 





Two Insurance Bills Are 
Signed in Oklahoma 


Gov. Gary of Oklahoma has signed 
two insurance bills passed by the legis. 
lature. 

One authorizes the highway commis- 
sion to carry 5/10/5 liability coverage 
plus $1,000 medical on its vehicles and 
motorized equipment, Premiums will 
be paid from a highway construction 
and maintenance fund, and contracts 
will be awarded to lowest and best 
bidders. 

Insurers will not be allowed to plead 
immunity of the state or its subdivi- 
sions in case of damage cla 

The second bill provides that coun- 
ties, cities and all departments and 
agencies of the state may provide 
hospital and medical benefits and A&H 
and life insurance for all their officers 
and employes. 


Plans New S. C. Company 

Lester L. Bates, who was president 
of Capital Life & "Health until he sold 
his interest in the company after an 
unsuccessful campaign for governor of 
South Carolina, is planning to apply 
for a charter to operate a new life 
company with James C. Kinard, former 
president of Newberry college. 








The Maine legislature has passed 
a bill reducing from 25 to 10 the num- 
ber of employes required in order to 
be under a group A&sS policy. 
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Life of Georgia doffs its own hat to James H. vonSeeberg, 
winner of the company’s Top Hat Award. Mr. vonSeeberg 
is an Agent with the Montgomery, Alabama, District. Special 
congratulations go to this outstanding Life of Georgia Agent 
who has earned for the second successive time the company’s 
highest award for individual production. 
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Linton Warns of 
Double Decker’ OASI 
and Assistance Costs 


Discussing some of the controversial 
facets of old-age security, M. Albert 
Linton, chairman of Provident Mu- 
tual Life, told the American Philo- 
sophical Society in Philadelphia of 
the present danger that old age as- 
sistance will come to be looked upon 
as a permanent program designed to 
supplement the enlarged OASI bene- 
fit. Warning of this “double-decker” 
system, he indicated that a first step 
toward meeting this situaton should 
bea change in the law to provide that 
all OAA payments to those receiving 
social security should be shared 50-50 
by the federal government and the 
states, changing the present plan of 
having the federal government pay 
80% of the first $25 and the states 
only 20%. 

The contingency reserve of the 
OASI system is $21 billion, about $13 
billion short of the amount that would 
be needed to pay future benefits of 
those already on the rolls. Mr. Linton 
indicated that from this viewpoint 
there is not a dollar savings on hand 
to provide benefits for those who re- 
tire in the future. Under a true sav- 
ings plan of financing OASI an ulti- 
mate reserve or trust fund of $250 to 
$300 billion would have to be con- 
templated. Mr. Linton pointed out 
that such a plan would have placed a 
double burden on this generation of 
workers, first, general taxes to finance 
OASI benefits to current beneficiaries 
and second, payroll taxes for the re- 
serve fund. 


Caution is clearly indicated in the 
making of any promises of further 
benefit increases unless the people are 
willing to shoulder corresponding bur- 
dens, he said. A savings plan opera- 
tion is not practicable, he said, be- 
cause the impact on the economy of the 
country would be marked if so large 
a proportion of funds that could other- 
wise be spent on consumer goods were 
invested in government debt, and 
there would be a problem of protecting 
the system from benefit raids of one 
kind or another. 

The impracticability of these al- 
ternatives will compel the OASI sys- 
tem over the years to be operated on 
a substantially pay-as-you-go plan, 
he stated. 

Mr. Linton also took issue with per- 
sons who have charged that because 
the OASI trustees invest their funds 
in government bonds, the funding and 
reserve strength is unsafe. Bonds in 
these funds are tangible assets which 


are being bought and sold by the 
funds as circumstances indicate. Some 
critics advocate that the social secur- 
ity reserve fund should not be in- 
vested in government bonds, but di- 
rectly in securities which build up the 
productive capacity of the country. 
He indicated that such a program 
would bring production facilities under 
government ownership. 

Social security taxes are special 
purpose and not general taxes and 
have a resemblance to premiums of 
life insurance for future benefits, he 
said. 


Pension Men Oppose Cut 


in Government Staff 


American Pension Conference’s 
steering committee has stated that 
some members are opposed to redis- 
tribution of personnel in the pension 
and exempt organizations branch of 
the internal revenue service and will 
make their feelings known to top gov- 
ernment officials. 

A civil service job devaluation will 
eliminate full-time special pension 
agents from the offices of local direct- 
ors of internal revenue in some seéc- 
tions. Some special pension agents will 
assume additional duties, and regular 
revenue agents will do part-time pen- 
sion work. Some conference members 
said it is not in the interest of true 
economy to retrench services in an 
expanding field. 





Hear Selection Panel at Houston 

A panel discussion on reinstatement 
practices featured the April meeting of 
South Texas Home Office Underwriters 
Assn. at Houston. Participants were 
Lloyd Ware, Great Southern Life; Har- 
old Deigmann, Guaranty National Life, 
and Donald Paul, Oil Industries Life. 








Clarence A. Jackson (right), presi- 
dent of American United Life, shown 
presenting a 10-diamond gold medal- 
lion to William E. Mullins, 83-year 
old general agent at Kansas City who 
qualified for his 26th consecutive field 
club meeting. The gathering was held 
at Belleair, Fla. 
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Force Continues to Climb! 
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crease —1945 to 1954 


Figures for the United States, Canada, Alaska and 
Hawaii as Published in New York Life’s 1954 Annual Report! 



































Total Insurance in Force Per Cent of 
December 31, 1954 vs. 1945 Increase 
(in millions of dollars) 1954—1945 
1954 1945 
Alabama $ 159 $ 98 62% 
Arizona 123 61 102 
Arkansas 108 63 71 
California 1676 824 103 
Colorado 213 105 103 
Connecticut 101 55 84 
Delaware 24 14 71 
Dist. of Columbia 119 61 95 
Florida 222 115 93 
Georgia 172 109 58 
Idaho 54 29 86 
Illinois 1093 733 49 
Indiana 152 99 54 
lowa 302 172 76 
Kansas 211 101 109 
Kentucky 90 54 67 
Louisiana 246 150 64 
Maine 89 57 56 
Maryland 140 77 82 
Massachusetts 300 226 33 
Michigan 372 194 92 
Minnesota 276 181 52 
Mississippi 107 68 57 
Missouri 366 226 62 
Montana 157 62 153 
Nebraska 160 85 88 
Nevada 52 23 126 
New Hampshire 32 21 52 
New Jersey 368 201 83 
New Mexico 81 36 125 
New York 2195 1453 51 
North Carolina 156 87 79 
North Dakota 70 43 63 
Ohio 613 355 73 
Oklahoma 189 121 56 
Oregon 150 83 81 
Pennsylvania 673 451 49 
Rhode Island 42 26 62 
South Carolina 122 65 88 
South Dakota 83 44 89 
Tennessee 167 105 59 
Texas 124 19 553 
Utah 127 57 123 
Vermont 4l 25 64 
Virginia 168 77 118 
Washington 283 167 69 
West Virginia 100 64 56 
Wisconsin 426 253 68 
Wyoming 57 27 111 
Alaska 32 13 146 
Hawaii 62 18 244 
Canada 192 125 54 
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Conn. Mutual Life Cites 


Leaders at Convention 

Fifty-eight individual awards were 
presented at Connecticut Mutual Life’s 
national convention in Hollywood, Fla., 
attended by 730 agents, home office 
people and guests. 

Robert H. Goldsmith, associate gen- 
eral agent in Los Angeles, won the 
plaque for leading the entire field 
force in volume of new business, for 
the second consecutive time. He paid 
for more than $4.5 million between 
July 1, 1953, and Dec. 21, 1954. 

George E. Deras, Omaha, won a 
plaque for placing the largest number 
of cases with the company, 358. He 
paid for $1.5 million. Alfred S. Howes, 
New York City, was cited for having no 
lapses on the $1,724,150 he paid for 
since Jan. 1, 1953. 

John A. Speed and Ben E. Stotts Jr., 
supervisors of the Jones agency in Los 
Angeles, won plaques for outstanding 
agency organization work. Philip L. 
Miller, Toledo, who joined the company 
in July, 1953, led first-year agents in 
volume and has qualified for the Mil- 
lion Dollar Round Table. 

Judson T. Brown, Dallas, was first- 


year agent credited with largest num- 
ber of cases, placing 152 between Octo- 
ber, 1953, when he joined the company, 
and the end of the period. Charles J. 
Krasne, New York City, led second- 
year agents in volume with $1 million. 
James E. Caldwell, Ft. Worth, led 
second-year agents in number of cases, 
with more than 200 during the 18- 
month period. 

Plaques were presented to 14 mem- 
bers of the company’s Million Dollar 
corps, who paid for at least $1.5 during 
the period. Leslie Black, Toledo, Walt- 
er Flynn, St. Paul, and Gaston M. Ham- 
mon, Dallas, won special plaques for 
at least 60 consecutive four-application 
months. 

A new service award, engraved gold 
watches, was presented to 28 of the 
142 field force employes eligible for 
them with 25 years of service. President 
George F. B. Smith awarded the 
watches. 





Aids Salute to Hospitals 

Mutual of New York has prepared 
a special script for its public health 
radio broadcast series, “Keep Healthy,” 
to help the country salute its hospitals 
during the current national hospital 
week. 





THE HEAD 


OF THE 


Through its 52-year history the Pilot 
has been headed by men of wisdom 
and foresight, men prominent in the 
insurance field. Their service and 
attention to policyholders has made, the 
Pilot’s great expansion record possible 
and its future growth a certainty. 





WE'VE CHARTED OUR COURSE FOR A BILLION IN FORCE IN ‘SS 
©. 7. STAFFORD, PRESIDENT © GREENSBORO, NORTH CAROLINA 
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Ohio Federation 
to Meet May 17 


Insurance Federation of Ohio will 
hold its annual meeting May 17 at the 
Neil House, Columbus. The luncheon 
speaker will be R. R. Walcutt, probate 
court judge and former president pro 
tem of the Ohio senate. 

A business session is scheduled for 
the morning, with federation president 
L. H. Grinstead, Beacon Mutual In- 
demnity, presiding. The afternoon will 
be devoted to a forum of legislation. 





Kern Nominated to 


Succeed Mead on FTC 


WASHINGTON—President Eisen- 
hower has nominated William C. Kern, 
a Democrat, to succeed former Sen. 
James Mead of New York as a member 
of the federal trade commission. Mr. 
Mead’s term expires Sept. 25. In the 
early stages of the FTC’s activities in 
the A&H field, he was reported as fa- 
voring a policy of “going easy” on the 
industry. 

Mr. Kern is now assistant director of 
the FTC bureau of litigation. 


Win Midland Mutual Honor 


The Tice & Associates agency at Col- 
umbus, O., and the Randall Yeager 
agency at Warsaw, Ind., won the presi- 
dent’s award of Midland Mutual Life 
for 1954. Presentation was made at the 
spring management conference in 
Granville, O. 





—<——— 


Nominate Lowenheim 


to Head Underwriters 

Harold A. Loewenheim of Home Life 
has been nominated as president of 
Life Underwriters’ Assn. of New York 
for 1955-56. Others nominated were 
Michael P. Coyle of Phoenix Mu 
administrative vice-president; Stanley 
R. Wayne of Mutual Benefit Life, edy. 
cational vice-president; Arthur L. Sul. 
livan of Fidelity Mutual, membership 
vice-president; Charles Anchell of New 
York Life, public relations vice-presj. 
dent, and Raymond F. Thorne of Berk. 
shire Life, treasurer. 

Nominated as directors were G. Gus. 
tave Steiner of Aetna Life, John , 
Brady of New England Mutual, Earle 
Y. Duncanson of Connecticut General, 
Robert W. Ebling Jr. of Penn Mutual, 
H. Henderson of Prudential, Robert 
J. Manheimer of Equitable Society, 
Jules Nassberg of Berkshire Life, Rene 
Sorel of Mutual Life of New York and 
— L. Updegrove of New York 

e. 





Mathews to Federal L. & C. 


Federal L. & C. has named Roy G, 
Mathews Michigan manager, with 
headquarters at Lansing. 

Mr. Mathews, who formerly was 
with Ohio National Life for seven 
years as district manager, for the past 
four years has been assistant Michigan 
manager for Wisconsin National Life, 
Currently he is president of Michigan 
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1 H executives, some of them graduates of and the many practical problems panies were Aetna Life, Bankers Life 
1m Organize Graduate the Columbia course, will take part in raised. of Iowa, Connecticut, Metropolitan, 
ers Insurance School the seminar as teachers or as discussion A graduate of the University of Min- Mutual Benefit, National Life of Ver- 
me Lif (CONTINUED FROM PAGE 5) leaders. nesota, Mr. Stalson spent several years mont, New England Mutual, North- 
dent * | shaw, dean of the University of Wash- tp addition to the morning classes of in selling and management work and western National, and Prudential. 
w Yi be ington school of business; Robert B. jectures and organized discussion, and entered the life insurance business in In commenting on the need for man- 
d ba: Mitchell, executive editor of THE NA- the afternoon sessions of informal dis- 1928 as an agent of Penn Mutual in agement development of the kind 
Mu Cte | oNaL UNDERWRITER LIFE INSURANCE cyssion under faculty (specialist) lead- Chicago. He later became supervisor, which the Graduate School of Insur- 
Staal portion; Frank L. Rowland, managing ors the seminar members will have an assistant manager, and general agent ance Administration will provide, Mr. 
fe ean director of Life Office Management opportunity once each week to hear the of the Home Life of New York in Chi- Stalson said: “Top management has 
L. S U- J assn.; Charles J. Zimmerman, manag- views of a “headline speaker” who will cago. In 1933 he left life insurance great need for a broad viewpoint and 
no ul. ing director of LIAMA. ; address them on a topic closely related work to attend the Harvard graduate for high-quality thinking. Every ex- 
| a Members of the visiting committee, to the week’s class work. Already school of business administration ecutive learns about policy formula- 
2 New even though they may not all be able scheduled to appear as such speakers where he was granted the degree of tion, the selection and development of 
ri to observe a seminar session, will be are President Holgar J. Johnson of the master of business administration a good management team, sound oper- 
t Berk. kept informed of developments at the Institute of Life Insurance and Man- (with distinction) and, in 1940, his ations and enlightened public rela- 
e school and can act as reference for its aging Director Charles J. Zimmerman doctorate in that field. tions on the job and in meetings with 
G. Gus- program and activities. of LIAMA. For a number of years, Mr. Stalson industry men and others. But the 
ohn 4. The school will have the benefit of e e e served on the research staff of the school’s seminars will provide an addi- 
, Earle counsel from an advisory board whos€ ‘he school’s initial seminars will] Harvard business school. One of the tional and important means of self- 
reneral, | members are Dudley Dowell, executive concentrate on the over-all, company- Products of his work there was his development. They will provide for 
Mutual, vice-president New York Life; Clyde wWidge asepcts of management. They will book, Marketing Life Insurance. The organized, intensive study, with quali- 
Robert F. Gay, vice-president John Hancock; 46+ train men in specialties. They will, ‘esearch project out of which this book fied associates, teachers, and group 
Society, | john Hill, vice-president New Eng- however, provide a survey of major 8few was a cooperative undertaking leaders; and they will provide occa- 
€, Rene | jand Mutual; Ralph M. Hower, profes- departments—their tasks, responsibili- between Harvard and a group of com- sions for the kind of thinking and dis- 
rk and | sor of business administration Harvard ties, equipment needs, personnel fac- Panies acting through LIAMA. The cussion opportunities most Mkely to 
y York graduate school of business adminis- tor5 and flow of operations—but only Companies made a substantial contrib- give men a wider perspective on their 
tration; L. Douglas Meredith, executive ,. - base for more intelligent study of Ution toward the cost of the research work, new insights, and practical ideas 
vice-president National Life of Ver- gepartment interrelationships and the Work and paid for publication of the for improving their own executive 
C. mont, and George Wilgus, manager of phasic, fundamental management and Manuscript. The 13 contributing com- performances.” 
Roy G personnel Mutual of New York. administrative problems of the compa- 
with . 4 e ny as a whole. 
Among those already scheduled to The seminars will emphasize top 9 
Y was {participate as teachers and discussion management responsibilities for long- 
seven fleaders in the 1955 seminar in life range planning, organization, manage- 
he past | company management are George T. ment development, control measures, 
ee Conklin Jr., vice-president Guardian and coordination. They will seek to 
ichi Ms Life; William R. Cunningham, assist- give members a knowledge of prin- 
8 ant to the president of Life & Casualty; ciples of supervision, administration, 
E. Donald Hyer, assistant personnel and management. The assigned read- 
director Mutual of New York; Robert ings, lectures, and discussions will pro- 
Kieffer, assistant vice-president Metro- vide practice in problem identification, 
politan Life, and William H. Newman, analysis, and solution; and the whole 
Samual Bronfman professor of demo- seminar program will provide an ex- 
cratic business enterprise of the grad- cellent opportunity for members to 
uate school of business of Columbia think about and exchange views about 
B University. Many other life company vital administrative issues and theories LIFE UNDERWRITIN G 
tes 
: Jumping National Birth Rate Zr : 
is a common concept 
PLUS WNL’ S x. among Equitable Life of 
4 ‘ lowa field associates. It is 
—! e e e a daily working philosophy 
ee Jumping J uvenile P olicy phi and a basic objective. 
. Working membership in 
EQUALS ..- Real Good NALU, the annual attain- 
ment of the National Qual- 
Business for our Agents ity Award, and successful 
+a g study for the CLU desig- 
...and no wonder. Look what the nation pa characteristic 
, Sie li aims and activities. All are 
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oor oe . 
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esi —Minnesota. 
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If you can keep your head when all 


about you are losing theirs, maybe you just 
don’t understand the situation. 
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heek-by-jowl with “Service with a smile” and ‘‘Early to bed, early to rise . . .,” which 
the American businessman frequently treasures a less famous but more pungent epigram. tunity | 


When Rudyard Kipling first wrote it, it ran: ‘If you can keep your head when all = : 
about you are losing theirs . . . you’ll be a man, my son.” But it didn’t—not, Bian 


at least, to the American taste—tell the whole story. - eas 


For the American businessman, like his fellow citizens everywhere, the bu: 
enjoys excitement and wants to be a part of it wherever it arises. Ing a ' 


Lively involvement in daily affairs is part of our country’s tradition. . ¥ ag 
No one knows this better than the life insurance agent. As friend and probab 
counselor to the American family, he must understand—and be a which 
sympathetic participant in—the hopes and needs, aspirations and anxieties, of those he action 
serves. He is a full-time partner in the American way of life. a. h 
as 
what t 


The signs and slogans of business are was ni 
footnotes to the history of our times. For and “o; 
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Navarre Says FTC Watt Reviews First Conference Gives 


Action Stresses Need 
lor State Regulation 


Tells Conference the 
Results of Survey of 
Complaints in Michigan 


TORONTO—The federal trade com- 
mission citations against A&H insurers 
will stress the necessity for adminis- 
tration of insurance at the state level, 
Commissioner Joseph A. Navarre of 
Michigan declared in his address be- 
fore the annual meeting of H&A Un- 
derwriters Conference at Toronto. 
“The billions of dollars paid annual- 
ly in premiums, and the social and 
economic benefits and security they 
represent, to say nothing of the inter- 
related financial structures supported 
by insurance, cannot be permitted to 
depend for their safety upon a single 
governmental agency’s right to raise 
academic issues,” he added. Mr. Na- 
varre who received a standing ovation 
for his forthright statements said FTC 
attacked the advertising of the A&H 
companies with the understanding that 
this was the “Peck’s bad boy” of the 
insurance business, but “except on a 
comparative basis and then only in 
a very limited sense, it would not be 
difficult to prove that there are no 
segments of the business of insurance 
which could properly qualify for the 
tile of ‘Peck’s bad boy’...not all 
companies are operated in the same 
fashion, but they all have one thing in 
common. They are all ‘regulated,’ even 
though they may not all be regulated 
in the same fashion nor to the same 
extent.” 


Declaring he does not think the 
companies are entirely free from fault, 
Mr. Navarre said the A&H business 
has “acquitted itself most satisfac- 
torily when analyzed in comparison 
with other older lines of business 
which have had much greater oppor- 
tunity to become stabilized and mature 
and the area of whose problems are 
and have been much less extensive 
and complex. Developments within the 
last year give every indication that 
the business is growing up. It is show- 
ing a willingness to accept its public 
responsibility” 

The FTC citations, he asserted, will 
probably be remembered as the force 
which brought unity of purpose and 
action to the A&H business. The busi- 
hess has had to pause for reflection. 
It has been “seriously harmed” by 
what the FTC has done; the damage 
was not solely to the insurers cited, 
and “one of the lessons learned ... from 
the conduct of the FTC... was that the 
the power of the federal government 
through its agencies can be as devas- 
tatingly ruinous as it can be benefi- 
cent; that an agency of government 
acting in good faith can be as harmful 
to the integrity and the business of 
Insurance because of a lack of know- 
ledge of the probably consequences of 
its irresponsible behavior.” 

The public reaction to the publicity 

(CONTINUED ON PAGE 30) 
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Year of Conference 
Advertising Code 


The advertising code adopted last 
year by H&A Underwriters Conference 
has received widespread favorable 
publicity and thousands of copies have 
been distributed, Paul W. Watt, presi- 
dent of Washington National, said in 
his talk which reviewed developments 
under the code in the last 12 months. 
Mr. Watt, who is chairman of the con- 
ference business practices committee, 
in addressing the Toronto convention, 
mentioned that as a result of the items 
appearing in the American Hospital 
Assn. news letter, the conference office 
received several letters from hospitals 
inquiring as to the advertising prac- 
tices of certain companies. While all 
of the companies mentioned, with one 
exception, were not conference mem- 
bers, the complaints were called to the 
attention of the companies, and in 
every case the question was satisfac- 
torily handled by the company in- 
volved. While the code concerns it- 
self with advertising practices, most 
of these inquiries had to do with claim 
handling procedures or merchandising 
methods. 

The Georgia department has issued 
a ruling on advertising for companies 
licensed there which is almost an exact 
duplication of the conference code. 

Within the conference membership 
the task of implementing adoption of 
the code was assigned to the business 
practices committee. Each company 
had to review every brochure, every 
piece of advertising and all radio 
scripts. Those which did not comply 
with the code had to be junked and 
new ones printed if a company were 
going to be in compliance. Non-com- 
pliance forms in the hands of the field 
forces had to be withdrawn and new 
ones substituted and the field forces 
had to be given the reason “why.” 

Because the code constitutes volun- 
tary self regulation, each company 
was allowed to certify its compliance. 
The date for compliance selected was 
Dec. 1, 1954, and the committee long 
since received 100% certification. 

Some questions on interpretation of 
certain points or phrases within the 
code have arisen. Mr. Watt said such 
questioning might lead some skeptics 
to question the value of certifications, 
but the code itself is as specific as such 
a workable guide should be. 

“If it is to be a good code, in my 
opinion, it must necessarily be suscep- 
tible to latitude in interpretation,” he 
said. To assist in interpretation, there 
has been a continuing program on the 
part of the conference staff to aid com- 
panies in their efforts to conform to 
the advertising standards. Roundtable 
discussions on the subject were on the 
agendas at the six regional meetings. In 
addition, some companies sent their 
advertising material to the conference 
office for review, the staff setting up 
an informal review committee so that 
there would be no question of parti- 
ality. 

Some companies have given 4 very 
literal interpretation to the code while 
others have interpreted it more leni- 
ently. To be of greater aid to the com- 
panies and to develop a uniformity of 
approach, the business practices com- 
mittee felt an interpretative guide 


Endorsement to 
Agents’ Association 


Support for the activities of In- 
ternational Assn. of A&H Underwrit- 
ers was given by Health & Accident 
Underwriters Conference at its an- 
nual meeting at Toronto. 

It was announced that the con- 
ference executive committee endorses 
the membership drive of the Interna- 
tional and its plan to hire another 
staff member to promote member- 
ship. All conference members were 
asked to give their support to the 
project. 

The conference also gave endorse- 
ment to the Disability Insurance Train- 
ing Council project which is to be 
set up as a separate entity by the In- 
ternational to replace the old DISC. 
The new program will be self sup- 
porting. 








should be developed, and this was 
done under the direction of the com- 
mittee, the conference general counsel 
C. C. Frazier, and other staff members. 

Compliance with the ethical code 
using the interpretative guide as the 
approach, will answer any reasonable 
objections and criticisms raised by reg- 
ulatory bodies which have issued pro- 
nouncements on advertising, Mr. Watt 
said. 

e e e 

In the past few companies had seen 
the necessity of including in their ad- 
vertising forms material which they 
thought tended to detract from the 
saleability of the insurance offered, but 
the code calls for a listing of the re- 
quirements of major limitations, a 
thorough explanation of the previous 
inception clause, and a complete de- 
scription of cancellability and renew- 
ability. However, within a year, spec- 
ial techniques have already been de- 
veloped and are continuing to develop 
whereby the public can be properly 
advised as to what a policy does or 
does not cover without affecting the 
sales presentation. 

One suggestion has been made to 
the business practices committee that 
a seal of approval or some type of 
symbol might be used by companies 
their advertising, indicating they sub- 
scribe to the conference code. Mr. Watt 
said this brings up such questions as 
should a definite arrangement for re- 
view of advertising material be estab- 
lished, with companies submitting all 
advertising to one agency for such re- 
view in order to qualify for the seal? 
How far should the conference go in 
perusing advertising now being used? 
Is there a need for & code or a state- 
ment of principles on selling? 





McCord Wins Golf Tournament 

Earl Putnam of Canada H&A award- 
ed prizes to the golfers at the lunch- 
eon Tuesday. The prize for low gross 
went to Robert A. McCord of Illinois 
Mutual Casualty, and low net was 
won by Charles E. Ray of Indianapolis 
Life. George W. Young of Connecticut 
General Life took second low gross, 
and tied for second low net were Wil- 
liam G. Coursey, managing director of 
International Assn. of A&H Under- 
writers, and R. L. Spangler of Wood- 
men Accident & Life. 


Task Force 1 Report 


Receives Unanimous 
Roll Call Vote 


Vanderbrouk Elected 
President at Toronto 
Annual Convention 


BY JOHN C. BURRIDGE 


TORONTO—Health & Accident Un- 
derwriters Conference by a unanimous 
roll call vote at its annual here became 
the first trade association to give its 
full endorsement to the report of task 
force 1 of the Joint Committee on 





Frank S. Vanderbrouk 


Travis Wallace 


Health Insurance proposing the setting 
up of a new, single A&H company or- 
ganization. If the report is approved 
by the six other trade associations be- 
longing to the joint committee, the 
new “Health Insurance Council of 
America, Inc.,” will be set up to take 
over the area now served by the con- 
ference, and the conference will cease 
to exist. 

An amendment to the conference 
constitution was adopted adding an 
article to allow for establishment of 





New Officers Elected 

President—Frank S. Vanderbrouk, 
Monarch Life. 

lst Vice-President—Paul W. Watt, 
Washington National. 

2nd Vice-President—W. Franklyn 
White, Mutual Benefit Life. 

Secretary—J. Eugene Taylor, Na- 
tional Life & Accident (reelected). 

Chairman Executive Committee— 
Travis T. Wallace, Great American 
Reserve. 

New members Executive Committee 
—Harry J. Stewart, West Coast Life; 
Orville F. Grahame, Paul Revere 
Life; J. C. Higdon, Business Men’s 
Assurance; M. C. Nichols, Provident 
Life & Accident; J. W. Scherr Jr., 
Inter-Ocean; Laurence B. Soper, New 
York Life. 





machinery for dissolution by a two- 
thirds vote of the active members. 
This also was by unanimous vote. 

The vote on the task force report 
was the climax of one of the best 
attended meetings the conference has 
ever had, a record crowd for “out of 
Chicago.” 

Because the conference is one of the 
two trade associations devoted solely to 
A&H, its action was critical and there 
was the keenest interest in what the 
outcome would be. Although from the 
opening address of President J. W. 
Scherr of Inter-Ocean to the final 

(CONTINUED ON PAGE 35) 
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SITUATION THORNY H&A CONFERENCE TOLD 





Scherr Stresses Need for Uniform 
Action by Business, NAIC on FTC 


J. W. Scherr Jr., executive vice-pres- 
ident and secretary of Inter-Ocean of 
Cincinnati, in his presidential address 
at the annual meeting of Health & Ac- 
cident Underwriters Conference in To- 
ronto, discussed in general terms some 
of the perplexing problems in the A&H 
business. 

The regulatory, legislative and social 
situations confronting A&H people to- 
day have brought about a unity in the 
business which has not heretofore ex- 
isted, he commented. Even though at 
the administrative level the unity is 
not completely harmonious, the basic 
concepts of it are meeting with no 
real discouragement. Until a year or so 
ago, the A&H business knew of the 
federal trade commission only as part 
of the federal alphabet, Mr. Scherr 
commented, but today nearly 30 com- 
panies have been accused publicly, 
“and in many cases unfairly,” of false, 
mislecading and deceptive advertising 
by FTC. The conference, the Joint 
Committee on Health Insurance, Na- 
tional Assn. of Insurance Commission- 
ers and the companies are faced with 
one of the thorniest situations they 
have ever had to deal with. 

“Unless one Kas a complete under- 
standing of the law governing FTC 
procedure, and unless the reasons for 
actions against the companies are ex- 
plained, it is almost impossible to de- 


cide upon a unified position which is 
valid and which will have the practical 
effect of stopping additional com- 
plaints,” Mr. Scherr observed. “As- 
suming that some way could be found 
to prevent further action against the 
companies, we still have to face, at 
one time or another, the answer to ju- 
risdiction and possibly a test of public 
law 15. This latter consideration is 
more far-reaching than standards and 
controls for accident and health adver- 
tising. If we believe in regulation by 
the states we must be prepared to fight 
for it with all of our energy and with 
every weapon at our disposal. The one 
thing upon which there seems to be 
consensus is the desirability and ne- 
cessity for complete concert of opinion 
and action between the business and 
the NAIC. The commissioners have a 
responsibility in this regard and they 
must find some way to cut the red tape 
inherent in their procedures and move 
rapidly with the companies toward 
well-defined goals.” 

Unfortunately, Mr. Scherr comment- 
ed, politics have entered the picture. 
State legislatures in their anxiety to 
pass muster as respects adequate laws 
have rushed in with all kinds of bills 
aimed at the so-called “evils” of A&H 
insurance. Some of the bills have now 
become law and Mr. Scherr said too 
often the law only tends to work a 


hardship on the better companies, thus 
possibly depriving the public of the 
kind of protection it needs. 

The conference has endorsed and en- 
couraged laws in three areas—uniform 
policy provisions, unauthorized insur- 
ers service of process, and fair trade 
practices. Mr. Scherr said he is of the 
opinion that these laws must be en- 
acted in all of the states at the earliest 
possible date. Complete uniformity is 
still in the stage of wishful thinking 
and probably cannot ever be accom- 
plished, but these three bills are gen- 
erally considered the answer to FTC 
jurisdiction. 

At its last annual meeting the confer- 
ence adopted a set of ethical standards 
for advertising individual A&H. A few 
months later Bureau of A&H Under- 
writers adopted “a highly commend- 
able” code of practices, and these ac- 
tions on the part of the two major 
A&H trade associations has been de- 
scribed as the springboard from which 
a meeting for public relations program 
can develop. Mr. Scherr said if the 
conference had done nothing else in 
the last 12 months than implement its 
advertising standards “we could feel 
a sense of high accomplishment.” 

Health Insurance Council has set the 
example for constructive public rela- 
tions work, Mr. Scherr asserted. The 
conference has participated in council 
activities in telling the A&H story to 
doctors, hospitals and developing a 
publication and information program. 

The work of the joint committee on 
health insurance and its sub-committee 
task forces is the most effective coop- 
erative undertaking in the history of 
the A&H business, Mr. Scherr said. The 
conference has been well represented 


in this group, and while the all-indys. 
try effort was developing, the confe. 
ence and the bureau were Working 
cooperatively through their COMMittes 
on coordination of activities. This cop. 
mittee has secured Robert Neal y 
counsel at Washington for the two a, 
sociations, and Mr. Scherr added thy 
willingness of the committee to fing 
common denominators has enco 

the forthright report of task fon, 
number 1 which advocates a Single 
A&H trade organization. 

“It is my considered and sober judg. 
ment that the one compelling argumey 
in support of adoption of the report 
task force number 1 is its implicity x 
regards the urgent needs for an organ. 
ized program of telling all of our pup. 
lic the health insurance story,” My 
Scherr said. 

He remarked that in view of the py. 
litical road blocks and social handicap, 
under which the business has been h. 
boring it is significant that new re. 
ords of growth and development cop. 
tinue to be chalked up. Techniques anj 
coverages have been improved and ey. 
panded, but despite the significant par 
that A&H plays in the social and ery. 
nomic activity of the country, the re. 
ord does not speak for itself. The bus. 
iness performs far better than the ay. 
erage person believes, Mr. Scherr de 
clared, and the main problems grow 
out of the fact that the business has not 
yet found a way to tell everyone con. 
cerned about all the plus factors in fa 
vor of the business. This has to kk 
done, “but careful appraisals dictate 
that such cannot come to pass unles 
and until we consolidate our exper. 
ience, our talent and our resources un- 
der a single standard.” 
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LOOKS WITH PRIDE 


W. A. CASE—In addition 


to managing the Cincinnati Weekly Premium District 
since 1942, Mr. Case has served as State President and 
Board Chairman for Ohio A & H Underwriters, member 
of Executive Board for International Assoc. of A & H 
Underwriters, member of Life Underwriters Association. 
In 1952 he received Certificate of Honorary Membership 
from Ohio State University. 





While we at Inter-Ocean are proud of our 
52-year record of growth and service to our policy 
owners and their beneficiaries, we are equally proud of the 
high esteem in which so many of our key men are held by 
the industry itself, because of their legion contributions 

to the general good of the insurance profession. 

Inter-Ocean looks with pride upon the achievements 

of these men and their outstanding service to the industry. 
Agents who write Inter-Ocean’s up-to-date and complete 
line of Life, Hospital, Medical and Surgical Expense, and 
Income Protection can be assured that they represent a sound 
and respected organization. 
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One of these days .. . not too far away either ... you may hear 
the corner newsboy shouting “First Rocket Ship Reaches Mars”. 
There’s a pretty good chance that an agent from Combined will 
be among the first passengers to reach Mars. Then. . . as now 
... he'll be offering the finest Accident, Health and Hospitalization 
Insurance available anywhere. Pretty strong words? Let the facts 
below speak for themselves. Few companies can boast of a growth 
pattern such as ours . . . a pattern with its goals set among the 
stars . . . but with its foundations firmly planted in solid, time- 
proven formulae. The men of Combined are a proud lot . . . firm 
in the knowledge that they represent a group that is going places. 
Why not join them. . . today! 


1940 Combined Group Premium Volume $57,000.00 
1955 Combined Group Premium Volume $12,392,000.00 
Claims paid since organization, over $41,000,000.00 


COMBINED GROUP OF COMPANIES 


W. Clement Stone, President 


Combined Insurance Company of America Chicago, Ill. 
Hearthstone Insurance Company of Massachusetts Boston, Mass. 
Combined American Insurance Company Dallas, Tex. 
First National Casualty Company Fond du Lac, Wisc. 
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Conference Staff Reports on Busy Year 
and a Wide Area of Accomplishment 


The past 12 months have been ex- 
tremely busy ones for the A&H busi- 
ness, John P. Hanna, conference man- 
aging director, said in his report. In 
these programs the conference staff 
has endeavored to represent the inter- 
ests of all member companies, realizing 
that an organization like the confer- 
ence broadly represents almost every 
type of company engaged in the busi- 
ness. This broad representation has 
been a decided asset, enabling the 
staff to draw heavily upon a variety 
of practices and approaches. 

“Great emotional movements spring- 
ing from adverse publicity in the 
press” have converged upon the A&H 
business to make the year one of the 
most active in the history of health in- 
surance legislation, F. J. O’Regan, as- 
sistant counsel, reported. Much of the 
legislation introduced in the 45 legisla- 
tures in session this year was of a re- 
strictive nature. 

This restrictive legislation, he said, 


has shown a definite pattern. In the 
individual field bills have been in- 
troduced covering renewal terms of 
individual A&H policies; qualification 
and licensing requirements of agents; 
taxation; credit A & H insurance; spe- 
cial damages and attorney’s fees; ad- 
vertising and policy approval; defini- 
tion of total and partial disability and 
house confinement; prohibition of pre- 
existing disease exception in policies 
issued to applicants after age 65, and 
the use of the veterans administration 
exception; committees to investigate 
companies writing A & H; uniform 
individual A & H policy provisions law; 
state fair trade practices act, and un- 
authorized insurers service of process 
act. 

e a o 

Thirteen states considered legisla- 
tion narrowing the terms of renew- 
ability and cancellation, Mr. O’Regan 
stated. One state had six different bills 
on this subject alone. With the excep- 








Woodmen Accident and 
Life Company 


—a pioneer in the field of complete 


personal insurance — 


Celebrates Its 65th Anniversary 


In 1890, a busy family doctor 


in York, Nebraska, decided 


to try a new prescription for an ages-old affliction. Dr. 
Albert O. Faulkner established Woodmen Accident Com- 
pany to help relieve people of the crippling financial in- 
juries that sickness and accident can bring. 


This year, the three companies that developed from Dr. 
Faulkner’s dream were united under one name—Woodmen 


Accident and Life Company. 


In the 65 years since its 


founding, Woodmen Accident and Life Company has 
grown in size, in service and in resources. 


Now operating in 26 states, Woodmen Accident and 
Life has issued more than 1,500,000 policies and has 


paid more than $38,000,000 


in claims. The company’s 


assets exceed $16,500,000 and the surplus to policy- 


holders exceeds $3,750,000. 


With this 65-year-old record of 


rowth, of fine service, 


and of fair claim settlements, Woodmen Accident and Life 
is a good company for insurance — a good company for 


a career. 
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Faulkner, President 
Melby, Agency Vice President 


WOODMEN ACCIDENT 
AND LIFE COMPANY 


A Mutual Legal Reserve Company 


Established 1890 


Lincoln, Nebraska 


tion of North Carolina none of this leg- 
islation has passed. In North Carolina 
the house passed the bill and a sen- 
ate-house conference committee has 
been appointed and action is expected 
soon. 

A modified type of a non-cancellable 
insurance bill has been recommended 
by the Ohio house insurance commit- 
tee. 

Despite the number of bills calling 
for underwriting restrictions, Mr. 
O’Regan said, a substantial amount of 
legislation of a more positive nature 
has been enacted. The uniform individ- 
ual A & H policy provisions law has 
been introduced in 10 jurisdictions and 
has passed in three. The prospects of 
passage in four additional states seems 
encouraging. He observed there is a 
good chance that the law will have 
been enacted in 41 jurisdictions by the 
end of this year. 

The state fair trade practices act 
was introduced in 12 states and passed 
in four, and there is expectation that 
this bill will pass in an additional 
seven states by the time the present 
legislative season closes. 

The unauthorized insurers service of 
process act was introduced in 13 states. 
The bill has passed in seven states and 
it is highly probable it will be passed 
and approved in at least an additional 
five jurisdictions. This uniform bill is 
now law in 36 jurisdictions. 

Currently, Mr. O’Regan said, 24 
states have all three of these uniform 
laws. By the end of the present legis- 
lative session it is expected that there 
will be a total of 32 states with all three 
of these uniform laws; however, most, 
if not all, of the remainder of the states 
have either legislation or regulations 
controlling the subject matter of these 
uniform bills. 

e e e 

In the group insurance field most of 
the proposed legislation was accept- 
able to the industry, Mr. O’Regan de- 
clared. Much of it was directed to 
broadening the group statutes and to 
permit the writing of new types of 
groups and decreasing the minimum 
number of employes and members. 

Sixteen cash sickness bills were in- 
troduced in nine states. Several such 
bills were introduced in New Jersey; 
however, the only one to pass was a 
bill increasing the amount to $35 per 
week. Two cash sickness bills have 
been introduced in Hawaii. 

C. C. Fraizer, general counsel, re- 
ported that following the adoption of 
the ethical standards for advertising 
individual policies, he reviewed adver- 
tising pieces submitted by the compa- 
nies for an opinion as to whether the 
company material was in harmony 
with the code. In those instances where 
it was believed the advertising sub- 
mitted did not entirely follow the 
standards, the companies almost unan- 
imously agreed that the changes sug- 
gested were proper. 

When the federal trade commission 
complaints were first announced Mr. 
Fraizer made a digest for distribution 
to conference companies. This digest 
included the actual quotations of the 
representation complained of, the al- 
leged deceptive effect of them, and the 
general FTC approach to A & H ad- 
vertising. The additional 41 complaints 
were not digested because no new 
points were raised which were not in- 
cluded in the original 17. 

Also, Mr. Fraizer filed a brief as 
amicus curiae on behalf of the confer- 
ence in the case of the U. S. vs St. 
Paul-Mercury Indemnity on the issue 
of payment to the veterans administra- 
tion for hospital services on an assign- 
ment made by a veteran. The case has 
been in the hands of the U. S. district 


—— 


judge at Lincoln for several months 
and it is not yet known when a deg. 
sion may be expected. If St. Pay. 
Mercury loses, it will appeal, Mr. Fraj. 
zer said. 

e e e 

In connection with task force 2, Mr. 
Fraizer said he inspected complaint 
files of insurance departments jp 
Georgia, Mississippi and Nebraska ang 
correlated similar inspections made by 
other representatives of a task force 
which was then developed into a gen. 
eral report. The departments are not 
always accurate in this regard. Mr, 
Fraizer said and they sometimes con. 
fuse inquiries with complaints. How. 
ever, there is evident a sincere desire 
of the departments to do a good job, 

Mr. Fraizer recommended a broad- 
ened and continuing relationship with 
supervisory officials. The public rela. 
tions program with insurance depart- 
ments should be enlarged. In the past 
the lack of sufficient staff has made 
it impossible for the association to con- 
tact the insurance departments as fre- 
quently as would be desired. The same 
holds true for the companies. 

As a supplement to this program he 
urged that each company broaden its 
liaison with insurance departments, 
“For example, would it not be desirable 
to have a luncheon perhaps once or 
twice a year where the members of 
the local insurance fraternity could 
meet with members of the insurance 
departments? I am sure a member of 
the insurance department would wel- 
come the opportunity to discuss such 
things as licensing problems, claim and 
policy approval problems, and other 
subjects of a local nature.” 

Roy A. MacDonald, director of com- 
pany relations, in his report noted that 
two years ago the traditional regional 
meetings were changed to more of an 
informal report by staff to conference 
companies at a location conveniently 
close to a group of companies. This 
type of meeting was held in Dallas, 
Omaha, Kansas City, Des Moines, San 
Francisco, Milwaukee, Columbus and 
Indianapolis, and one is scheduled for 
Seattle in June. In addition to these 
meetings, whenever possible _ staff 
members make company visitations. 
Staff members visited the home offices 
of a majority of conference members 
this past year and nearly every mem- 
ber company has been visited by a staff 
person within the last two years. 

James R. Williams, director of public 
relations, discussed the activities of the 
Health Insurance Council program. 
Perhaps the most important single ac- 
complishment, he said, was the publi- 
cation of the Health Insurance Story, 
which he characterized as the keystone 
of the council’s educational effort. Al- 
most 15,000 copies have been distrib- 
uted to leaders in the doctor-hospital 
group, public health field and business 
and industry. 


* es 6 

Another publication is the annual 
survey, printed this year as a detailed 
breakdown on number of persons with 
health insurance policies and a sum- 
mary booklet. About 42,000 copies of 
the two reports were distributed, 29% 
greater than last year’s distribution. 
As a publicity supplement to the sul- 
vey, a news release was widely dis- 
tributed, and Mr. Williams estimated 
the release was used in papers having 
an accumulate circulation of more than 
11,500,000. 

A new project this past year, Mr. 
Williams reported, has been an exhibit 
designed for medical and _ hospital 
meetings. It is planned to have the 
exhibit shown at medical regional and 
state conventions, as well as natio 
medical meetings. 
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Fergason Lists Necessary Steps in 
Creating Management of the Future 


Development of management person- 
nel was treated exhaustively in the 
address of Guy Fergason before the 
annual meeting of Health & Accident 
Underwriters Conference at Toronto. 
Mr. Fergason said the greatest stumb- 
ling block in creating management for 
the future is the unwillingness to dele- 
gate responsibilities in an orderly and 
planned program of training. Planning 
for the future must include programs 
for recruitment, evaluation, integration 
and incentive of future executives, he 
declared. 

Insurance companies, and especially 
the smaller ones, need to insure them- 
selves an adequate supply of personnel. 
Recruiting, Mr. Fergason said, requires 
the use of an employe policy manual 
that spells out the privileges and bene- 
fits of employment and describes the 
expectations of management as regards 
the employe. Large companies are less 
personal than smaller ones, but are 
more definite in their policies. The 
large companies can contact high 
schools and colleges in their recruiting 
programs and rely to a larger extent 
on professional agencies to attract and 
screen employe candidates. The smaller 
company, not equipped to do such a 
complete recruiting job, has the alter- 
natives of working through profession- 
al and business associations to create 
good public relations in the schools, or 
depending upon professional personnel 
agencies for recruits. The latter has the 
advantage that the applicant will be 
screened and his potential determined 
to some extent. 


More and more companies are rely- 
ing on aptitude testing for new per- 
sonnel in order to place them properly 
according to ability. Mr. Fergason said 
these tests aid in determining what 
present personnel should be slated for 
promotions, adding he believes that a 
sound principle of organization devel- 
opment is to promote from within the 
ranks rather than to bring in people 
from outside and place them over the 
heads of the present personnel. The 
principle of internal promotion will not 
work, however, if jobs are filled with- 
out thought beyond the immediate sit- 
uation. At the same time, Mr. Fergason 
warned, it is just as bad to hire em- 
ployes who have talents far greater 
than the job without a plan of grad- 
ual up-grading. 

This raises the question of what con- 
stitutes an aptitude for management, 
and Mr. Fergason suggested that in- 
clued in management potential would 
be: 

—Practical judgment in choosing al- 
ternative solutions to business prob- 
lems. 

—Objective viewpoint to tolerate 
facts rather than prejudices and pre- 
conceived opinions. 

—Mental alertness. 

—Occupational interest in the field 
of activity. 

—A personality pattern that is con- 
sistent with the pressures of the busi- 
ness and the responsibilities of man- 
agement. 

These attributes can be developed, 
Mr. Fergason asserted, if the founda- 


tion exists on which to build. aspects enter into the training pro 

Ambitious employes are fearful that and because some of the evaluation jg 
management will not recognize their intangible top management often 
values, and Mr. Fergason said some less alert to the values involved. It 4 
persons will go to great lengths to in this area that management needs 
bring themselves to the attention of explore the employe’s temper. ’ 
management, and often they are mis- mental capacity and occupational in. 
interpreted and described as too eager terests before the transition into the 
or “pushing.” supervisory area takes place. 

Management needs a planned pro- . - 
gram of evaluating the ability of an a+ the management level, training jg 
employ e to meet the requirements ot accomplished by permitting the em. 
his position “in terms of the qualities ploye to participate in managem, 

: ‘ ent 
which saamageanent has determined to activities and take responsibilties fo 
be of importance.” The application of executive decisions under guidance. It 
the results of merit rating, the speaker ;, impossible to learn how to be a man. 
observed, does not necessarily lead to ager from a book, Mr. Fergason re. 
the advancement of an employe, but marked 
it is a prerequisite in that it provides ey Aree 
definite facts concerning performance Ph ce..gseron oy eas ok fs one of 
on the basis of a service pattern. Mr. m ; e man- 
Fergason warned that too often an em- @gement, Mr. Fergason said. It has the 
ploye is ear-marked for management advantage of being gradual and it cay 
responsibilities based on his technical be controlled. It is a painstaking ang 
ability and work habits when he has a nig ag — + 
no aptitude for directing and organiz- Often it 1s quicker for the executive 
ing the work of others. Mistakes in se- do the work himself than it is to ex. 
lecting management candidates are Plain it in detail. At the same tim 
costly and are not corrected by dis- many in top management are reluctant 
missal or demotion because the affect to pass along affairs for which they 
on morale may be far reaching. “The have been responsible. 
damage done while experimenting with “We complain about being over. 
management personnel may just fall worked,” Mr. Fergason remarked, “ye 
short of ruining a small company,” he we revel in our importance and find 
said. excuse after excuse for locking up the 

With the beginning employe, em- business details in our desks and briet 
phasis is placed almost entirely on cases while ambitious young men and 
work habits and productivity which women chafe at the bit trying to geta 
are easily measured and evaluated. As foothold into the decision-making as. 
the employe moves up into the higher pects of operations. If these younger 
echelons of the organization, Mr. people finally give up and seek oppor- 
Fergason said, a new concept is added tunity elsewhere, we call them ‘impa- 
of responsibility for the work of others. tient young fools who can’t wait their 
It is at this point that the intangible turn.’ ” 


Without the advantage of delegated 
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authority, the younger persons in man- 
agement are not aware of the meaning 
of profit and are not exposed to the 
realities of business economics. If they 
do not get this exposure in an atmos- 
phere on control where their mistakes 
can be limited, they might assume the 
control with false understandings of 
the enterprise system. 

Finally, Mr. Fergason said, there is 
no substitute for financial recognition 
and reward. While this is not alone the 
answer to success in the management 
field, it is one of the strongest incen- 
tives. He said the reward may take 
many forms, depending on the size of 
operation and management policies, 
among them salary increases, expanded 
privileges in vacation, expense allow- 
ances, added benefits in the form of 
retirement income or insurance. 





Pacific Mutual Introduces 


New Hospital Expense Plan 


Pacific Mutual Life has introduced 
a new major hospital expense plan. It 
will pay 75% of hospital expenses 
covered in the contract, in excess of a 
deductible of $100 or $300, and up to 
$5,000 for any one sickness or accident. 
Expenses covered include hospital 
room and board and miscellaneous 
services, ambulance charges and pri- 
vate nurse expense incurred while 
hospitalized. 

Though designed primarily for fami- 
ly protection, the plan also will be 
available to adult individuals. 


$ 7,274,574.51 
432,782,517.00 





Study Army Dependents’ A&H Plan 
Maj. Gen. G. E. Armstrong, army 








surgeon general, says the army is fa- 
voring a plan similar to Blue Cross 
and Blue Shield for medical care of 
servicemen’s dependents, although n0 
details have been worked out. 
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Robert R. Neal, counsel of H&A 
Underwriters Conference and Bureau 
of A&H Underwriters at Washington, 
in his address at the conference an- 
nual meeting gave a thorough review 
of the areas in which the A&H indus- 
try and the federal government have 
come into contact. 

The current problems at the federal 
level are not more than two years 
old, he noted, although to the extent 
that they were unrecognized before, 
they are probably older in origin. They 
first became evident in 1953 with the 
inquiry into health needs by the 
House commerce committee. 

With the amendments to the social 
security legislation increasing the tax- 
able wage base to $4,200, and the drop- 
out provision and the wage freeze for 
total and permanent disability, “the 
maximum political balance has prob- 
ably been attained unless living costs 
and wages should rise sharply above 
present levels,” Mr. Neal observed. 
Thus the most attractive remaining 
area for welfare legislation is in the 
health field. 

Fundamentally welfare legislation 
is not a partisan political question, he 
said. Certain phases of it are now a 
part of the national life. 

It is obvious that in some areas a 
delicate balance now exists which 
could be tipped “to the detriment of 
state regulation if not in the direction 
of federal regulation,” Mr. Neal said, 
adding this could be particularly true 
if the insurance industry and the 
commissioners, working together, dem- 
onstrate lack of capacity or desire to 
come to grips with the problems.” 
However, there is no development to 
date which should cause us to change 
from a position of unqualified support 
of state supervision of insurance.” 


Progress toward the preservation of 
state supervision has been made this 
year in the legislatures, Mr. Neal de- 
clared, and beyond that is the fact 
that Congress has not yet recommend- 
ed legislation which would place the 
government in the regulatory field. 
‘Nor does it appear that Congress 
wants the federal government in the 
regulatory field if the states and the 
industry will do the job.” 

An industry the size of A&H and 
which exercises such an_ influence 
on the economy will continue to have 
vital areas of relationships with the 
federal government, Mr. Neal oberved. 
As further use is made of private en- 
terprise in reorienting many programs 
now handled by the government, “and 
there is every reason to assume that 
this will be done in accordance with 
present administration policies,’ con- 
tact between the two will be increased. 
All things that need to be done can- 


Neal Analyzes Industry’s Problems in 
Dealing With the Federal Government 


not be done immediately. Congress is 
aware of this. Objectivity on the part 
of the states and the industry will re- 
ceive understanding, but it must not 
be cr appear to be that only mere at- 
tempts at regulation are being made. 

Commenting on federal “pressures” 
on fhe A&H business, Mr. Neal said 
they can be classed under the gener- 
al heading of the Congressional studies 
and investigations of A&H, including 
the inquiries into mail order insur- 
ance, credit insurance and union wel- 
fare funds; the investigation by the 
federal trade commission into A&H 
advertising, and the introduction of 
the reinsurance bill. 

Inquiry into mail order accident and 
health insurance was begun in Octo- 
ber, 1953. Brief hearings were held. 
These have not been printed nor has 
any report been issued, and it is not 
known whether the committee will 
continue this investigation. There have 
been suggestions that the FTC action 
will for the present forestall further 
committee action. 


The investigation into the field of 
credit insurance began with question- 
naires circulated by the subcommittee 
on anti-trust and monopoly legislation 
of the Senate judiciary committee in 
April, 1954, followed by hearings in 
Kansas and North Carolina. The report 
of the subcommittee was an interim 
report which did not recommend new 
federal legislation dealing with tie-in 
sales of credit insurance, but did call 
for continuing the investigation to in- 
clude examining the need for new leg- 
islation, whether to amend the anti- 
trust laws, and whether Public Law 
15 should be “amended or repealed”. 

Mr. Neal said the important point 
in the report “seems to be a demon- 
stration of mounting impatience on 
the part of the federal government 
with the adequacy and quality of state 
regulation. The subcommittee says it 
will not forever accept ‘attempts’ at 
regulation as a substitute for regula- 
tion of the business of insurance by 
the states. If this condition continues 
there seems to be no doubt but that 
there will be efforts to amend or re- 
peal the McCarran act.” 

Of importance is the investigation 
and report of the subcommittee on 
union welfare and pension funds of 
the Senate labor and public welfare 
committee. Though still in the investi- 
gative stage, and as yet without recom- 
mendation for specific legislation, Mr. 
Neal asserted this matter presents a 
serious problem. The report finds fault 
with labor and management general- 
ly as being unprepared to cope with 
the many complex problems incident 
to the regulation and administration 
of welfare and pension plans. What 

(CONTINUED ON PAGE 31) 
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Navarre Scores FTC Citation Tactics 


(CONTINUED ON 


PAGE 23) 





given the FTC citation was, Mr. Na- 
varre said, completely different from 
what the agency anticipated. Every- 
thing was read into the charges except 
the issue. “It must have come as some- 
thing of a shock to the FTC,” he ob- 
served, “to be so completely and ut- 
terly misunderstood in the light of the 
‘clear unmistakable language’ of the 
official release. It must have been a 
bit disconcerting too, after having ad- 
mittedly not made a study or analysis 
of the complaints on file and to have 
proceeded to cite insurance companies 
on the alleged academic disparity be- 
tween the language of advertising 
pieces and the contracts, to realize 
that the ‘public’ thought the FTC 
meant that the companies were insol- 
vent, that the contracts were no good, 


and that they might just as well let 
their policies lapse, as they literally 
did by the hundreds of thousands.” 

By the character of the business, 
such action by the federal government 
as was taken by FTC can retard prog- 
ress and curtail plans of improvement, 
the commissioner went on. Lapsation 
in some companies occurred to the ex- 
tent of up to 40%. Sales resistance was 
increased to all companies, and to the 
cited companies particularly. 

“The premiums thus lost can be 
recovered (only) at great expense over 
a long period of time, if ever.” 

Mr. Navarre said he cannot believe 
FTC would deliberately inflict such 
a hardship on insurance” merely for 
the sake of asserting its authority.” 
The agency didn’t say it had com- 





and economical coverage. 


168 N. Michigan Ave., 


FEDERAL LIFE 
N 
N D 
T 


At a loss for words when it comes to scrabble? 


You will find plenty of words to describe Federal Life's 
A & H policies (and life, too) because they offer complete 


CONTACT 
Federal Life Insurance Company 


EMERY A. HUFF 
Vice President and Supt. of Agencies 


—. 4 ~— > 


Chicago 1, Ill. 








Years 


55 


to Clergymen 


of Service 





LIFE—-HEALTH—ACCIDENT AND 
HOSPITAL INSURANCE 





MINNEAPOLIS 





The Ministers Life and Casualty Union 


MUTUAL LEGAL RESERVE INSURANCE 
O. R. TRIPP, President 


TORONTO 








plaints against companies because of 
the misleading advertising, but, rather, 
that it had many complaints, which 
were not analyzed in terms of premi- 
um volume to determine their authen- 
ticity. The only consideration FTC 
was concerned with in the citations 
was the language comparisons between 
the advertising and the policy con- 
tracts. 

“Irrespective of the merits of the 
FTC citations,” Mr. Navarre said, “it 
occurs to me that the restriction of 
its view is such that it becomes a dan- 
gerous instrumentality of government 
if it interferes in the regulation and 
control of the business of insurance.” 

For those “who may have other fish 
to fry,” Mr. Navarre commented that 
it might be appropriate to observe that 
the tremendous public acceptance of 
A&H has been attained under the sys- 
tem of state regulation. “The climate, 
atmosphere and conditions must have 
been appropriate to permit a growth 
and development of a business of such 
magnitude.” 

The conduct of the A&H business in 
comparison with older and more ma- 
ture businesses may seem brash in 
some areas, Mr. Navarre opined, but 
critics have not always taken into ac- 
count the size of the business or the 
rapidity of its growth. 

A&H insurers have had to face un- 
precedented problems. Individual com- 
plaints against the business must be 
measured in the aggregate if they are 
to be used as a reliable basis for es- 
tablishing a pattern of performance. 
Too often, he said, the individual ex- 
perience is taken as the customary 
pattern. Because of the area of ex- 
posure, the business is susceptible to 
misunderstanding and criticism. “No 
other kind of insurance serves so many 
individuals in so many ways. No other 
kind of insurance is called upon to do 
as many things as often as hospitaliza- 
tion and medical insurance.” 


The areas of misunderstanding and 
dissatisfaction on the basis of the ex- 
perience of the Michigan department 
fall into the five general categories 
of: Delayed settlement claim denied, 
unatisfactory settlement, refund of 
premiums, and coverage cancelled. 


All of these categories except “de- 
layed settlement” are related in some 
measure to the understanding or in- 
terpretation of the contract, the com- 
missioner pointed out. He said delayed 
settlements are usually due to ad- 
ministrative failures in processing the 
claim. “It is significant that 208 of 
990 complaints, or 21% were because 
of delayed settlements. The automobile 
insurance business record on _ that 
score was 248 of 706 complaints, or 
approximately 35%. Of the 44 com- 
plaints against life insurance, 25% 
were because of delayed settlement.” 

From the files and records of com- 
panies Mr. Navarre said it does not 
appear that a delay in making a set- 
tlement is used deliberately as a de- 
vice and a part of a dishonest policy 
to avoid payment of just claims. De- 
partment records would reveal such 
practices quickly if they were em- 
ployed. It is simply that some compa- 
nies do better than othets in the var- 
ious areas of relations with their pol- 
icyholders. 

The categories of refund of premium 
and coverage and coverage cancelled 
are related to underwriting practices 
and policies of different companies. 
Mr. Navarre said of 990 complaints 
involving A&H 154 or 15.5% were for 
refund of premium, and 74 or 75% 
varies by insurer depending on the 


kind of policy offered, kind of bugj. 
ness written, methods of operati 
volume of business transacted, ang 
other factors. Companies writing jp. 
dividual have more complaints jp 
this area than those doing group be 
cause of problems inherent in under. 
writing individual as _ distinguisheg 
from group. 

The percentage of refund of premj. 
um and coverage cancelled complaints 
in Michigan, company by company 
case by case, “does not indicate ap 
industry-wide pattern or policy un. 
reasonable or unconscionable in terms 
of the interest of the public,” Mr 
Navarre declared. He said, however, 
that this is an area in which the busi. 
ness would profit from a more clearly 
defined set of standards and _ policies 
established and adhered to on an jn. 
dustry-wide basis. The business has to 
face up realistically to the problems 
posed in this area, he said. 

The categories of claim denied and 
unsatisfactory settlement have to do 
with interpretation or understanding 
of the contract. The largest percentage 
of complaints falls in the class of 
claim denied, 43.2% or 428 out of 
990. Unsatisfactory settlements were 
154, or 15.6%. These types of com- 
plaints are treated with care in the 
department, Mr. Navarre remarked, 
and an unreasonable and unjustified 
failure to pay in accordance with the 
terms of the contract is a danger sig- 
nal. 

Mr. Navarre said the most signifi- 
cant statistics, based on the depart- 
ment study of all complaints and in- 
quiries directed to his office, are that 
of the 1053 complaints and inquiries, 
the department felt 230 were justified. 
This is 19.3% of justified complaints, 
or 1 out of 5. “Since our system of 
survey has been used we have found 
improvement year by year in the gen- 
eral over-all performance of the com- 
panies.” 

In 1953 (the year in which the above 
figures were compiled) the total pre- 
mum volume in Michigan for A&H 
was $228,550,713. On the basis of 
203 justified complaints, Mr. Navarre 
said this works out to 8.9 justified 
complaints per $10 million of premium 
volume. 

In 1953, automobile insurance premi- 
ums in Michigan were $191,389,455. 
Of the 723 complaints in that line, 
123 were considered justified, meaning 
that for auto there were 6.4 justified 
complaints per $10 million of business. 





Three Social Events at Toronto 

The Canadian companies were hosts 
at a reception Monday evening at the 
Royal York hotel. This was the second 
social event, the first being a Sunday 
evening gathering at which coffee and 
sandwiches were served. The dress-up 
affair was the president’s reception and 
banquet Wednesday night. 


Office Methods Group Enlarged 
The H&A Underwriters Conference- 
Life Office Management Assn. office 
methods and procedure committee, 1s 
now a joint committee with members 
from nine LOMA companies and nine 
conference companies. In his report as 
chairman, Gordon M. Grady of Mon- 
arch Life, said the merger has en- 
larged the committee’s scope of activi- 
ties to include office methods 
procedures as well as costs. The group 
held a forum meeting at Chicago 
October which was well received, ani 
plans are under way for the 1956 forum 
to be held also at Chicago March 26-27. 


As the convention sessions were for- 
mally opened, President J. W. Schert 
Jr. appointed Louis Adelman, National 
American, as sergeant at arms, a 7 
tion at which Mr. Adelman is a veteral 
for the conference meetings. 
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Analyzes Industry Problems from Govt. Standpoint 


(CONTINUED FROM PAGE 29) 








js more important are the critical 
findings concerning insurance carriers. 
While the report did not recommend 
specific legislation, the committee in- 
dicated its conviction that complete 
disclosure provides the most effective 
single deterrent to malpractice, mis- 
management, and waste, and therefore, 
consideration should be given to the 
feasibility of requiring all private em- 
ploye welfare and pension plans and 
funds to register and to file annual 
reports with a federal agency, on a 
form to be prescribed by such agency, 
the information to be made available 
to all interested persons. In addition, 
there should be provisions for inspec- 
tion, supervision and enforcement. 

“Due to mounting pressure,” the 
FTC in the fall of 1953 undertook an 
investigation of A&H insurance adver- 
tising. 

Of the 28 complaints filed, Mr. Neal 
said, two have been disposed of on 
the basis of consent decrees, this being 
for settlement purposes only, and 
does not constitute an admission by 
the respondent that it had violated the 
law as alleged. It is a mechanism 
through which long and expensive 
litigation may be avoided upon agree- 
ment not to use advertising containing 
the points on which the complaint was 
based. For purposes of the case in 
question only, the respondent must 
agree to the commission’s jurisdiction. 

“Advertising is a sensitive media 
to an industry founded on confidence 
and faith in future performance,” Mr. 
Neal noted. “Hence, it is probable that 
no company would refuse to alter its 
advertising to remove areas of doubt 
concerning its accuracy, and so far as 
Iam able to discern, all, or most, have. 
Consequently, it is the legal question 
of jurisdiction that becomes the pri- 
mary point of difference with the 
FTC. Most of the companies cited have 
raised that issue by stating that they 
are regulated by state law and there- 
fore, under the McCarran act, the FTC 
has no jurisdiction over them. If the 
companies prevail in this opinion that 
the FTC does not have jurisdiction... 
it could result in a Congressional re- 
view of Public Law 15. In substance 
the position of the FTC is that it has 
jurisdiction over any company which 
is not licensed in all states in which 
it does advertising and that those 
states have adequate statutes to regu- 
late that advertising. If the govern- 
ment viewpoint prevails, the compa- 
nies will be in no better position than 
they are now so far as knowng the 
bounds within which to conduct ad- 
vertising programs, and no progress 
will have been made during the time 
required to dispose of the litigation. 
This gives rise to the question of 
whether it would not be wise to con- 
sider the entire subject from the pub- 
lic relations aspect rather than as a 
point of law. 

“In support of this conclusion some 





are of the opinion that a review of 
Public Law 15 should be avoided at 
this time and that cooperative proce- 
dures should be sought; that an appli- 
cation for a trade practices conference 
should be filed with the FTC to estab- 
lish rules within which to conduct 
advertising programs. Opponents of 
this procedure have expressed them- 
selves as being fearful that it would 
be the entering wedge of federal su- 
pervision. The insurance commission- 
ers have not taken an official position 
on the matter. Commissioner Pansing 
of Nebraska, has suggested in a well 
reasoned letter to the FTC, the com- 
missioners, and the company trade 
associations, that a three party con- 
ference be held, aimed at disposing of 
the immediate advertising problem 
and that the legal problem of juris- 
diction be left to ultimate judicial 
interpretation. The executive commit- 
tee of the conference and the govern- 
ing committee of the bureau have rec- 
ommended to the Joint Committee 
on Health Insurance that it explore 
the possibilities of such a meeting. 

The original federal reinsurance pro- 
posal was recommitted because it was 
part of the administration’s program. 
The present bill is designed to elimin- 
ate some of the criticism leveled at 
its predecessor. This time it is an 
omnibus bill containing six titles, the 
first of which is the reinsurance sec- 
tion. Basically the bill is substantially 
the same as it was last year, but this 
time with more definition. In addition 
to the reinsurance title, the bill in- 
cludes mortgage insurance for con- 
struction of health facilities, practical 
nurse training, graduate training of 
professional nurses and of professional 
public health personnel, and titles on 
public health services and mental 
health. 

The end sought by the administra- 
tion in the reinsurance bill are laud- 
able as they were a year ago, Mr. 
Neal remarked, but the question is 
whether the ends sought can be ob- 
tained through these means. On this 
there is a division of opinon and those 
who are against the bill do not find it 
easy to oppose an administration dedi- 
cated to the utilization of private en- 
terprise. 

Discussing his new position as coun- 
sel for the conference and the bureau, 
Mr. Neal explained he maintains of- 
fices with American Life Convention, 
Institute of Life Insurance and Life 
Insurance Assn. of America. The ad- 
vantages of this arrangement are 
many, he said. 

This combination is unique among 
trade associations in Washington. 
Most, if not all, problems are explored 
together, giving the benefit of a com- 
plete exchange of ideas and the oppor- 
tunity to coordinate the activities of 
the associations. There is not always 
agreement, but the opportunity is 
there to reconcile opinions. 
























Robert R. Neal, 
resident counsel at 
Washington for the 
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Life of Canada. 








PIONEERS IN 


INCOME PROTECTION 





Non-Cancellable, Guaranteed Renewable 
Sickness & Accident Income Protection 
and Family Hospitalization 


> Participating Life Insurance 


b All Forms of Group Insurance 








Expanding Business Provides Openings for Qualified 
General Agents. Full Time Representatives Only. 


JOHN M. POWELL, President @ FRED R. HENNIG, Agency Vice President 





Loyal Protective Lire INSURANCE COMPANY 


BOSTON 15, MASSACHUSETTS 





JUST PLAIN HONEST INSURANCE 


Fifty Years of Successful Service 


in 


SICKNESS—ACCIDENT—HOSPITAL & 
SURGICAL INSURANCE FOR MEN IN 


PREFERRED OCCUPATIONS 


Our best wishes to the Health €5 Accident 
Underwriters Conference for continued 


SUCCESS. 


MINNESOTA COMMERCIAL MEN'S ASS'N. 


PAUL CLEMENT, Sec’y & General Manager 


2550 Pillsbury Avenue Minneapolis 4, Minn. 





FeNATIONAL UNDERWRITER 


May 13, 1955 





ae 








EVERYONE'S 
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J. W. Millholland Retires, 
Ohio National Appoints 
V. M. Fogle at Columbus 


J. W. Millholland, with Ohio Na- 
tional Life for 44 years, is retiring as 
general agent at Columbus, O. His suc- 





Sn 


Virgil M. Fogle J. W. Millholland 


cessor is Virgil M. Fogle, formerly gen- 
eral agent for the company at Newark, 
O. 

Dean of company general agents in 
point of continuous service, Mr. Mill- 
holland established several sales pro- 
duction records also built a reputation 
for writing business of the highest 
quality. 

Mr. Fogle, a CLU, joined the com- 
pany in 1949. His agency will occupy 
existing offices at 2330 Leveque-Lin- 
coln Tower, and also continue its office 
at Newark. 


260 Leading BMA Agents 


Attend Sun Valley Meet 


More than 260 leading agents and 
their wives from 13 western states 
attended the first of two Business 
Men’s Assurance 1955 all-star conven- 
tions, held at Sun Valley, Ida. Princi- 
pal speakers were J. C. Higdon, presi- 
dent; H. G. Horn, manager at Portland; 
J. W. Sayler, and W. D. Grant, vice- 
presidents, and several leading pro- 
ducers. 

The second meeting will be held July 
17-21 at Mackinac Island, Mich., and 
will be attended by about 300 eastern 
agents and their wives. 


ICT Corp. Buys Large 


Interest in National Bankers 


ICT Corp. has acquired a substantial 
interest in National Bankers Life of 
Dallas. The buyer is a member of the 
ICT group of insurance, finance and 
manufacturing companies which are 
two-thirds owned by union members 
and one-third by business and profes- 
sional people. Included in the group is 
ICT Life, formerly named Life Ins. 
Co. of Texas. 

Management and personnel of Na- 
tional Bankers Life will remain un- 
changed, according to BenJack Cage, 
board chairman of ICT 

National Bankers, whose president 
is Pierce P, Brooks, last year had a 
premium income of $10 million. It 
operates in 21 states and Alaska, has 
800 agents, more than $40 million of 
life = force and about $10 million in 
assets. 


Tenn. Insurer Ordered 


to Stop Doing Business 

Commissioner Northington of Ten- 
nessee, in a bill filed in Shelby coun- 
ty chancery court, obtained an in- 
junction against further operation of 
Friendly Fidelity Casualty of Mem- 
phis, which had been writing A&H 
since 1951. The bill cited $4,000 in 
unpaid claims as evidence of insol- 
vency and asked the court to appoint 
a receiver. 











The P. A. Miller agency of New Eng- 
land Mutual Life at Topeka, Kan., held 
open house in its new offices in the 
New England building. 





Jerome S. Miller Writes 


Fifth Book on Insurance 


Jerome S. Miller, New York City 
insurance broker, has written his fifi 
book Your Personal Insurance 
which provides a variety of inform,. 
tion on all forms of personal insuran 

The 332-page volume, published 
Simon & Schuster, tells what insur, 
contracts offer, how the buyer may ap. 
alyze them, and how to select cove 
It is written in a manner which can 
understood by people who are not jp. 
surance experts. The author was fin 
chairman of Greater New York Ingy. 
ance Brokers Assn. 
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ites Blanks Committee Report 
nce | covers Credit Life-A&H, 
fit! Resisted A & H Claims 


ince Guide] The blanks committee of National 
of informs. Assn. of Insurance Comissioners has 
1 insurance prepared its report for the executive 
1blished by} committee of NAIC at Los Angeles in 


e. 
er may ap. on the A&H, life and casualty blanks, 
-t Coverag. | it jg recommended that insurers insert 
hich canbe} the total number of claims under A&H 
are not in| on which some payment other than re- 
r was firt] turn of premium was made during the 
‘ork Insu.| year, and the total number of A&H 
claims on which no payment was made, 
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EARL PUTNAM 
President 


Says... 
in NORTHERN ONTARIO 


Is rich in Gold 


ea The northern section of Ontario is 

‘ the richest gold producing area in the 
wide world. The millions upon millions of 
3 «6to dollars of this precious metal ex- 


tracted from its mines each year has 
been a prime factor in making 
L- Canada one of the most prosperous 
of all nations. 

Canada’s prosperity is participated 
in by every industry and business in 
the country. Canada Health & Acci- 
dent Assurance Corporation offers 
insurance men who wish to return to 
Canada, the land of their birth, an 
opportunity to benefit from this un- 
bounded prosperity. It has the most 
lucrative territories and its policies 
are so attractive they are practically 
self-selling. We are big—the biggest 
purely Canadian company in the field 
—and are growing bigger. 

Hospitalization, Surgical, Pre-paid 
Medical, Sickness, Accident, Non- 
Cancellable Accident & Health, 
Franchise, Group and Special Risks. 

Write me personally, in confidence, 
and get in on Canada’s unlimited 


prosperity. 
oy ae 
EARL PUTNAM. PRESIDENT 
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which were resisted, rejected, disal- 
lowed or otherwise disposed of. This 
figure would be reported on page 17 
of the life blank, which deals with bus- 
iness by states. 

The committee recommends that a 
new exhibit be prepared calling for ex- 
perience data of credit life and credit 
A&H. This would take the form of a 
supplement, on a separate sheet. 

A special subcommittee was directed 
to develop a form for reporting lease- 
back real estate transactions. 

Chairmen of standing subcommittees 
named in the life filled are Russell O. 
Hooker of Connecticut, life; Francis T. 
McGovern, Rhode Island, fraternal; 
Earl L. Berger, Minnesota, hospital and 
medical service; Charles Dubuar, New 
York, assessment life and accident and, 
W. Harold Bittel, New Jersey, life 
blank instructions. 


Dr. C. A. Kulp Appointed 
Dean of Wharton School 


Dr. Clarence A. Kulp, an economist 
and authority on casualty and social 
insurance, has been named dean of 
Wharton school, effective Sept. 1, to 
succeed Dean C. Canby Balderson, who 
resigned last September to accept pres- 
idential appointment to the board of 
governors of the federal reserve sys- 
tem. 

Dr. Kulp, a teacher in the school 
since 1919, has been professor of in- 
surance since 1928 and chairman of 
the insurance department since 1952. 








. N.Y.-Oshin Agency Sets 


New Home Life Record 


New York-Oshin agency of Home 
Life of New York in April topped its 
own all-time high and set a new com- 
pany-wide record for monthly ordinary 
production with business totaling 
$2,765,800. 

Louis Freedenberg who ranked first 
in Home Life’s field force in 1954, led 
New York-Oshin in paid-for business 
during the month. 





Life of Georgia Names 
Duckworth, Batho to Board 


Life of Georgia has elected as direc- 
tors J. Lon Duckworth, vice-president 
and general counsel, and Bruce Batho, 
vice-president and actuary. Mr. Duck- 
worth has been with the company since 
1942 and Mr. Batho since 1944. 





Montgomery Heads Toledo 


Agency of Ohio State Life 


Ohio State Life has named Boyd 
Montgomery general agent in Toledo. 
The territory includes six countries in 
northwestern Ohio. 

Mr. Montgomery started with the 
company at Mansfield, Ohio, later 
serving as agency assistant and assis- 
tant superintendent of agencies in 
Columbus. He is a graduate of the 
Purdue course. 





Oregon Leaders Elect 


PORTLAND, ORE.—New president 
of Oregon Leaders Round Table is 
Milo M. Stewart, Beneficial Life, Eu- 
gene. He succeeds Gerald D. Newhouse, 
New England Mutual Life, Portland. 

Others elected are Alfred F. Parker, 
New England Mutual, Portland, 1st 
vice-president; Earl A. Gooch, Man- 
ufacturers Life, Salem, 2nd vice-presi- 
dent, and Geo. W. Schoeffel, Standard, 
Portland, secretary-treasurer. 





Rosser in Louisville Post 

Harwood Rosser, formerly assistant 
actuary of Occidental Life of Califor- 
nia, has joined B. R. Meidinger & As- 
sociates, consulting actuarial firm, at 
Louisville, as vice-president and senior 
actuary. 
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vy SUCCEEDING WITH 
Success 








I'll tell you why.... 























Of course I’m succeeding as General Agent of The United 
States Life. 
Look at its figures for 1954: 
e Year end Insurance in Force — 38% over 1953. 
e Total New Ordinary and Group production — 78% 
over 1953. 
e Individual A&H Premiums — 36% over 1953... 
first year A&H premiums — over 100% alicad of 
1953. 


I’m merely Succeeding with Succcss! 





You too can board the Success train. There may be a 
United States Life General Agency available in your aiea. 


Find out today by writing Agency Dept. (SP) 














OLDEST STOCK LEGAL RESERVE LIFE INSURANCE COMPANY 
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SERVICE sells A. A. L. 


life insurance 


Service By Field Force: 
A.A.L. representatives are qualified to give service in the 
fields of estate analysis and business insurance. 

Service By Home Office: 
Retirement benefits and claims are paid promptly. Over 
$85,000,000 since organization. 


This is the trademark of: 
THE UNDISPUTED LEADER 


IN THE FIELD OF 


LIFE INSURANCE FOR LUTHERANS 


Aid Association for Lutherans 


Legal Reserve Fraternal Life Insurance 
Home Office: 


Appleton, Wisconsin 
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NAIC Timetable for Annual Meeting 


(CONTINUED FROM PAGE 1) 





man, Hammel, Nevada, vice-chairman, Lange, 
Wisconsin. (1) Proposed model fraternal code 
subcommittee report. 

4—Uniform accounting committee; chairman, 
Fischer, Iowa, vice-chairman, Navarre, Michi- 
gan. (1) Uniform accounting subcommittee 
report. 

Thursday, June 2 


9 a.m.—Executive committee; chairman, 
Taylor, Oregon. 

10:30—Zone 1 meeting; chairman, Humph- 
reys, Massachusetts. 

10:30—Zone 3 meeting; chairman, 
Florida. 

10:30—Zone 5 meeting; chairman, Apodaca, 


Larson, 


New Mexico. 


11:15—Zone 2 meeting; chairman, Bowles, 
Virginia. 

11:15—Zone § meeting; chairman, Sullivan, 
Washington. 


2:30 p.m.—Plenary session; chairman, Presi- 


dent Knowlton, New Hampshire, (1) Commit- 
tee reports. 
Friday, June 3 


9:30 a.m.—Plenary executive session, Presi- 
dent Knowlton, New Hampshire, presiding. 
(1) Committee reports—final action. (2) NAIC 
elections. 


Conn. Mutual President 


Hits Terminal Dividends 
(CONTINUED FROM PAGE 1) 
holders will benefit in a similar way 

from his contribution to surplus. 
“Traditionally,” said Mr. Smith, “net 

cost is illustrated at the end of a peri- 

od of years, quite commonly 20 years, 
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make payment in advance. 


Rates—$18 per inch per insertion—1 inch minimum. Limit—40 words per inch. Deadline 5 P. M. 
Friday in Chicago office—175 W. Jackson Blvd. 
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Individuals placing ads are requested to 











4, Illinois. 





PUNCHED CARD MAN 
WITH 
INTEREST IN ELECTRONIC COMPUTERS 


Excellent opportunity for man with good experience in develop- 
ing punched card methods and procedures—who would like new 
challenges in punched card field or to extend interest into elec- 
tronic computer field. (Mathematical background helpful but by 
no means essential.) Late twenties to middle thirties. Growth not 
dependent on retirement of the boss. Can grow as fast as you 
can assume additional responsibility. Location: New York or Chi- 
cago. Some travel. Write us in complete confidence. Box E-94, 
The National Underwriter Co., 175 W. Jackson Blvd., Chicago 


(Clip and mail to a friend 
who may be interested.) 














cago 4, Ill. 


AGENCY SUPERVISOR FOR VENEZUELA 


with an American life insurance company doing business in Latin Amer- 
ica. Requisites: Age 32 to 40, must be absolutely fluent in Spanish, have 
good agency production and persistency record with some experience 
in agency management. Preferably man with Latin background or one 
who has lived at least 3 years in Latin America. Good salary and excel- 
lent production bonus to man selected. Send full particulars and picture 
to Box E-96, The National Underwriter Co., 175 W. Jackson Blvd., Chi- 








SURRENDERS, CHANGES, ETC. 


ENCE. 


4, Illinois. 


MANAGER, POLICY SERVICE DEPT. 
OPPORTUNITY FOR PROGRESSIVE YOUNG MAN TO MANAGE DEPARTMENT 
WHICH HANDLES ALL PHASES OF POLICY SERVICE, INCLUDING LOANS, 


APPLICANTS SHOULD HAVE INITIATIVE AND PROVEN SUPERVISORY ABILITY. 


COMPANY LOCATED IN N.Y.C., SALARY COMMENSURATE WITH EXPERIENCE. 
WRITE, STATING FULL PARTICULARS AS TO AGE, EDUCATION AND EXPERI- 


ADDRESS BOX E-86, The National Underwriter Co., 175 W. Jackson Blvd., Chicago 





by deducting from the gross premiums 
all dividends paid and the 20th year 
cash value. This was probably a meth- 
od devised by some enterprising agent 
years ago to answer the question, ‘If 
I carry this policy for 20 years how 
much will it cost me?’ 

“This method does produce actual 
out-of-pocket cost of the insurance 
protection during the period consider- 
ed and, of course, contemplates sur- 
render of the policy at that point.” 

“From your personal experience you 
know how uncommon it is for a pol- 
icyholder to surrender his policy for 
cash after it has been in effect for 20 
years or more. What is the sense of 
offering an inducement to a policy- 
holder to give up something that the 
sacrifice he has made to own and 
maintain for 20 years are convincing 
proof he wants to keep? 


“Possibly our usual net cost illus- 
trations are sort of ridiculous—net 
payments being a better criterion 
showing out-of-pocket cost to keep the 
policy in force,” Mr. Smith stated. “Ob- 
viously, net cost is higher to a policy- 
holder who dies if some of the earnings 
rightfully allocable to his policy were 
withheld during the years it was in 
force, in anticipation of a ternimal di- 
vidend which in most cases he will not 
receive... 


“It is just as obvious that net cost 
is higher if he wants to keep his insur- 
ance in force, and does not receive the 
terminal dividend by surrending his 
policy. 

“In our discussions with a client in 
reference to the terminal dividend, we 
should be careful to remind him of 
these and of a great many other fac- 
tors,” he said. 

“For instance, assuming the life in- 
surance is purchased for protection 
and will remain in force as long as that 
protection is needed, it is appropriate 
to remind the client that in event of 
death there is no cash value paid and, 
in most companies, no terminal divi- 
dend. 

“In this light, especially, net cost of 
Connecticut Mutual insurance is com- 
petitively among the lowest, based on 
a high rate of earnings and dividends 
distributed annually on an equitable 
basis to all policyholders,’ Mr. Smith 
said. 


“Our company will willingly con- 
sider at all times any change which 
will benefit our policyholders, but just 
because of the terrific competitive 
struggle taking place in our business, 
we shall not abandon practices and 
principles proved sound over a cen- 
tury,” he concluded. 

Other conference highlights includ- 
ed: 
© The report from Raymond W. Simp- 
kin, agency vice-president, that March 
business totaled $38,700,000, largest 
monthly production in history. Aver- 
age volume of the company’s 100 top 
producers rose from $625,000 in 1951 
to $800,000 in 1954, with their average 
income increasing from $13,900 to 
$17,000. Average income of all full 
time agents has increased 156% since 
1945. In the past three years, new busi- 
ness has increased one-third, to $336 
million last year. Net interest rate has 











LIFE BROKERAGE MANAGER 


Successful Life underwriter, age 35-45. LUTC or 
LU graduate preferred. Must have personal 
production record of $400,000. Salary, $300. mo., 
plus 7!/,% override, plus personal commission. 
Replies strictly fidential. Ray A. DuFour, 
CLU., General Agent, Pacific Mutual Life In- 
surance Company, I5I! K Street, N. W., Wash- 
ington, D. C. 














AGENCY MAN AVAILABLE 


Agency director with 15 years experience and 
outstanding record. Middle-aged, married, a 
raduate. Prefer position as director 
but would consider regional supervisor of small 
or medium-sized company in middle or North- 
west. Replies strictly confidential. Address E-87, 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 


college 





Agency Executive for Indiana 
Immediate opening with new Indiana life 
company with that better "mousetrap." Un- 
usual opportunity with company in its early 
stages of development. Address E-85, The 
National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Illinois. 














increased .09 percentage points duri 
the three years, and last year there was 
an .85% difference between interest re. 
quired and interest earned. 

® The warning by Horace R. Smi 
superintendent of agencies, that Amer. 
ican sales methods may not keep pace 
with expanding production. He calle 
for “dynamic improvement” in selling 
He quoted a magazine, which said that 
new Style, low pressure selling cop. 
sists of “making the customer want 
your product so bad that he almost 
asks you for it.” In this light, a big im. 
provement in selling is “compelling 
motivation.” A greater understandi 
of prospects’ attitudes and thought pro. 
cesses must be developed. They must 
be understood in terms of five basic 
dimensions—time, family and business 
responsibilities, intensity of interest 
and love, money, und circumstances, 
e A “Simplicity in Selling” panel mo. 
derated by Senior Vice-president Vin. 
cent B. Coffin, who cautioned against 
being misled by technicalities or tak 
about price. Robert H. Goldsmith, asso. 
ciate general agent in Los Angeles 
said he refused to believe it takes com. 
plicated ideas to sell large cases. Arthur 
R. Kapner, agent at Albany, said he 
had considerable success by boiling 
down various elements to the simplest 
possible terms. J. Robert Wilhelm, 
agent at Philadelphia, said he met the 
complications of a wealthy but cost- 
conscious “shopper” by convincing him 
that a qualified professional insurance 
adviser of contemporary age should be 
as important as his attorney. Philip L. 
Miller, agent at Toledo, said he closes 
many large cases by pointing out pos- 
sible consequences of having the busi- 
ness man’s responsibilities suddenly 
dropped into the lap of he partner’ 
wife. Wendell K.Whipple, agent at At- 
lanta, described how he includes the 
family protection angle in his direct 
approach. Tower C. Snow, agent at 
Boston, stressed the value of periodic 
checks on clients. 


© A description of a successful ap- 
proach by Louis J. Fink, agent at New 
York City: “Mr. Prospect, supposing 
you have just been tapped on the 
shoulder and notified that your time is 
here and you must go, but the good 
angel and, ‘you have been a good fath- 
er, a good husband, a kind man and 
you may therefore have another week 
to put your house in order.’ Would you 
let me out of your sight? Wouldn’t you 
talk with me about your plans, your 
dreams?” This reaches the heart and 
core of his entire life, Mr. Fink said. 
© Announcement of a group hospitali- 
zation, surgical and major medical 
plans for most members of the field 
force by Mr. Simpkins. The plan, con- 
tingent upon 75% participation of 
eligibles, provides benefits up to $5,000 
for all general agents, field clerical 
employes, first-line brokers who meet 
certain requirements, and all fulltime 
agents under contract May 31. 

® Discussion by James L. Russell, as- 
sistant agency secretary, of the new 
rate book, including liberalizations and 
premium, rate reductions. He pre 
viewed the new steamlined policy con- 
tract, with several new and more liber- 
al features, which will be announced in 
June. 

® A national leaders’ round table, 
held an extra day after the conference, 
for the top 151 agents, all of whom 
paid for at least $500,000 new busines 
annually. Advanced selling ideas and 
techniques were discussed. 

e Attendance was 730 agents, officials 
and guests at the four-day meeting 2 
Hollywood Beach hotel. Mr. Simpki 
served as chairman for all sessions. 
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Conference Acts on Merger Recommendation 


(CONTINUED FROM PAGE 23) 








talk before the voting there was ad- 
yocacy by the leadership for adoption 
of the report, there is a varied com- 

ition of membership and it was not 
evident until the last day that the pro- 
posal would pass, and even then there 
was tension until midway through the 
roll call when it was obvious the vote 
would be 100%. 

Bureau of A&H Underwriters is the 
only other association belonging to 
the joint committee which is wholly 
A&H. It conducts its annual meeting 
in September. 

e e e 

The task of presenting the round-up 
talk just before the vote on the task 
force report fell on H. Lewis Rietz of 
Great Southern Life, a past president 
of the conference and chairman of TF- 
1. He said the task force members ad- 
vocated a “new, single, strong A&H 
association” taking in all types and 
sizes of companies. With the blessing 
of the Joint Committee on Health 
Insurance, his group had been working 
out a blueprint for just that since last 
October. He stressed the need for a 
concerted public relations effort, and 
explained several features of the pro- 
posal which had been puzzling or had 
been drawing questions. There is no 
intention to liquidate the conference 
of any other A&H organization unless 
and until there is in existence a re- 
placement organization able to do an 
effective job, he declared. 

Frank S. Vanderbrouk president of 
Monarch Life, who was elected presi- 
dent of the conference Wednesday 
morning, in his acceptance speech set 
the stage for whole-hearted adoption 
of the report in a fervent plea for un- 
ity. Any proposed new organization 
would be just the same people work- 
ing together in the same common 
cause, he explained. 


E. J. Faulkner, president of Wood- 
men Accident & Life and chairman of 
the Joint Committee on Health In- 
surance, was given the non-contro- 
versial subject of the background and 
operational setup of the joint commit- 
tee. He described the functions of 
the four task forces and the special 
committee dealing with FTC. On the 
latter, Mr. Faulkner commented that 
“apparently the business does not 
wish a fair trade practices conference 
with the FTC without the presence 
of National Assn. of Insurance Com- 
missioners as well as the compa- 
nies”, 

Raymond Killion, Metropolitan Life, 
chairman of Task Force 3 (handling 
the general subject of improvement 
of services to the public), introduced 
a panel on claim costs control by 
offering a review of the work of his 
task force and the background of the 
origin of the sub-committee on claim 
costs under Jarvis Farley of Massa- 
chusetts Indemnity. 

Mr. Farley had charge of the seven- 
man panel, the brief remarks of edch 
participant adding up to the report of 
the sub-committee on claim costs con- 
trol to the parent task force. Taking 
part were Godfrey M. Day, Connecti- 
cut General Life; Harry Williams, 
Hartford Accident; Charles N. Walk- 
er, Lincoln National; James Andrews 
Jr, Life Insurance Assn.; John Mil- 
ler, Monarch Life: Standwood Hanson, 
Liberty Mutual, and Mr. Killion. Very 
few pat answers are to be found in 
the Task Force 3 report, Mr. Killion 
said. It will give indications and 
Point the direction of further study. 





The entire Wednesday program was 
in the nature of an executive session. 
Robert R. Neal, resident counsel of the 
conference and Bureau of A&H Un- 
derwriters at Washington, spoke on 
the Washington situation, and Paul 
W. Watt, president of Washington Na- 
tional, reviewed the first year under 
the conference advertising code. 

Brief reports were given by nine of 
the most important committees, and 
the morning session was concluded 
with the election of officers. 

Leadoff speaker at the opening ses- 
sion was J. W. Scherr Jr., the retiring 
president, who gave his report. Before 
he spoke, Mr. Scherr was presented 
with a gavel by Jarvis Farley, Massa- 
chusetts Indemnity. This is a tradi- 
tional token of recognition on the part 
of the conference, and Mr. Farley re- 
called that it was 30 years ago that 
the conference last met at Toronto 
and at that time Mr. Scherr’s father 
was elected president. Mr. Scherr said 
he had used to convene this meeting 
the gavel given his father 30 years 
before. 

e os e 

Members of the conference staff, led 
by Managing Director John P. Hanna, 
gave their reports at the opening ses- 
sion, and Howard Hotz, Canadian A& 
H manager of Prudential, gave an ad- 
dress on sales. 

Speaker at the luncheon was Wil- 
liam F. Lougheed, economist with 
Canadian Bank of Commerce. George 
N. Watson of Crown Life presided. 

Commissioner Joseph A. Navarre of 
Michigan received a standing ovation 
for his talk opening the first after- 
noon’s meeting when he pointed out 
that research by his department shows 
a very low number of justifiable com- 
plaints against the A&H business as 
compared with the total A&H business 
done in the state. He had some ag- 
gressive comments to make regarding 
the FTC action on A&H advertising. 

Guy Fergason of Fergason person- 
nel, Chicago, and George R. Jordan,, 
Republic National Life and chairman 
of the conference group committee, 
spoke at this session. Mr. Fergason 
taking up the problem of developing 
future management and Mr. Jordan 
the current trends in group A&H in- 
surance. 

Greetings to the conference mem- 
bers were extended as the meeting 
opened by Mayor Nathan Phillips of 
Toronto and Superintendent Roy B. 
Whitehead of Ontario. Mr. Phillips 
suggested to any companies casting 
about for a new home office location 
that they choose Toronto, and build 
tall buildings. “If you build big build- 
ings that we can make assessments 
on, we'll give you the business,” he 
promised. When this drew an even 
bigger laugh than he evidently antici- 
pated, the mayor pointed out that he 
had offered “the business” not “the 
works.” 


Frank S. Vanderbrouk, the new con- 
ference president, is president of Mon- 
arch Life. He graduated from Yale 
University law school in 1931 and was 
a lieutenant in the navy during the 
war. He began his insurance career in 
1934 with Aetna Casualty as a claim 
adjuster and attorney, and in 1936 
joined Prudential as home office rep- 
resentative. He went with Monarch 
Life in 1938, becoming executive vice- 
president in 1948 and president in 
1951. 

Mr. Vanderbrouk has been a leader 


in conference activities for several 
years, and in 1953 was 2nd vice-presi- 
dent. He has served also as a member 
of the executive committee and as 
chairman of the public relations com- 
mittee, and on the disability insurance 
coordinating committee. 


The new executive committee chair- 
man,Travis T. Wallace, started selling 
insurance when he was 18 while at- 
tending the University of Texas. He 
was a personal solicitor from 1922 
until 1935, about 10 years of this time 
with Business Men’s Assurance. In 
1935, Mr. Wallace organized his own 
company, Great American Reserve 
Life, as a mutual assessment company 
with $500 in assets. It was reorganized 
as a limited capital stock company 
with $25,000 capital in 1937, selling 
A&H almost exclusively until 1943. 
In the latter year the capital was 
raised to $100,000 through stock divi- 
dends and life business was gone after 
aggressively. Great American Reserve 
now has more than $3 million annual 
A&H premium income and more than 
$100 million of life insurance in force. 
The present capital is $1 million and 
the surplus is $1,250,000. 

Mr. Wallace, aside from being presi- 
dent of Great American Reserve, is 
president of the Institute of Insurance 
Marketing at Southern Methodist Uni- 
versity, president of Texas division of 
American Cancer Society, president of 
Insurance Federation of Texas, vice- 
president of Insurance Economics 
Society, and chairman of the confer- 
ence public relations committee. 


Comments on Added Retail 


The work of the blanks committee of 
H&A Underwriters Conference last year 
“consisted largely of opposing some of 
the proposed changes in the 1956 an- 
nual statement,” S. F. Conrod, Loyal 
Protective Life, committee chairman 
reported. 

The committee was represented at 
the 1955 meeting of the National Assn. 
of Insurance Commissioners’ blanks 
committee by Roy MacDonald of the 





conference staff, who presented a 
written memorandum to the committee 
on the NAIC action. 

Mr. Conrod commented in his report 
that some of the proposed changes 
under consideration by the NAIC would 
not only require considerable additional 
work by the insurers at statement time, 
but at the same time would not give 
information in suitable form for the 
purpose intended. “Year by year the 
number of exhibits and schedules 
continues to increase without any ap- 
parent effort on the part of the super- 
visory officials to extend the filing 
date,” he noted. 


Union Casualty & Life 


Elects 10 New Directors 


Union Casualty & Life has elected 10 
new directors, bringing board member- 
ship to 20, an increase of five over the 
previous board. The increase was 
caused by expanded operations since 
the company entered the life field three 
years ago. 

The new directors are: J. Howard 
McGrath, former U. S. attorney-gener- 
al, governor and senator from Rhode 
Island, now a lawyer in Washington, D. 
C.; Herbert S. Greenwald, president of 
Herbert Realty Construction Co. of 
Chicago; Jacob H. Mason, administra- 
tor of Ross sanitarium at Brentwood, 
N. Y.; Norman O. Gribbons, a director 
of Ross sanitarium; John M. Sapinsley, 
president of Crescent Co. of Pawtucket, 
R. I.; Marcus D. Mason, agent of North- 
western Mutual Life in New York City; 
Sidney Marks, executive vice-president 
of M. & M. Transportation Co. of Som- 
erville, Mass.; Solomon M. Strausberg, 
president of Interboro Circuit, Inc., of 
New York City; Alfred Weber, treas- 
urer of American International Under- 
writers of New York City; and Max 
Schorr, New York City lawyer. 








Brizendine Heads Managers Assn. 

S. W. Brizendine, district manager of 
Home Beneficial Life, has been elected 
president of Winston-Salem Life Man- 
agers Assn. John Glenn, Minnesota 
Mutual Life, was elected vice-president 
and J. W. Tingle, Life of Georgia, was 
chosen secretary. Forsyth Superior 
Court Clerk William E. Church dis- 
cussed the relationship of insurance to 
estate and outlined legal aspects of 
estate settlement. 
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Illinois Life Agents Elect A. F. Moore 


(CONTINUED FROM PAGE 1) 





obtain passage of the two bills which 
are being sponsored. The agent’s quali- 
fication bill conforms with the NALU 
model measure. Besides setting up the 
20/40 limits, the other bill opposes two 
types of group life insurance. It would 
ban the writing of group credit life in 
connection with sale of mutual fund 
or similar type investments, and group 
life for dependents. 

Machinery also was set up under 
which all members would contact their 
legislators to indicate opposition to a 
bill which would remove a $20,000 limit 
on association or trustee type groups. 
Proponents of this measure claim they 
are discrimated against inasmuch as 
employer-employe group carries no 
limit. 

Mr. Fischer brought with him some 
balm for “economic acrophobia”, some- 
thing he described as fear of a high 
plane of economic activity. He pro- 
ceeded to show there is sound basis for 
the continuing boom in the economy, 
and identified three factors which he 
said accounted for the continuing up- 
ward trend in life insurance sales: Mer- 
chandise, market, and the salesman 
himself. 

Mr. Fischer said life insurance is be- 
coming more and more attractive to 
the public, particularly of late due to 
widespread improvement in contracts 
and innovations better enabling agents 
to take care of needs. Life insurance, he 
stressed, ranks at the top among types 
of “merchandise” with respect to rea- 
sons that make persons buy, such as 
need, usefulness, benefit, etc. 

The market for life insurance, ac- 
cording to Mr. Fischer, is the best it 
has ever been. People continually are 
striving for a higher standard of living 
and are willing to pay for high qual- 
ity products, including life insurance. 

Mr. Fischer drew sighs from his 
hearers in predicting that the amount 
of insurance in force in the U. S. in 
1970 would be $1,248 billion. He ar- 
rived at these figures by showing that 
over the past 50 years the amount 
life insurance in force has _ trebled 
every 17 years. 

Mr. Fischer stressed that life insur- 
ance definitely is not progressing at a 
faster rate than the economy. He cited 
statistics showing that from 1941 to 
1953 consumer expenditures gained 
more than 200%, while life insurance 
increased only about half that amount. 
While showing healthy gains, life in- 
surance still has far to go, he said, 
pointing out automobile sales during 
the same period increased 300%. 

The many promising factors do not 
assure perpetual boom, Mr. Fischer 





James F. Truman (left), Massachu- 
setts Mutual, Chicago, chairman of 
Illinois Round Table, shown with 
Chester O. Fischer, vice-president of 
Massachusetts Mutual, who addressed 
the table’s midyear meeting. Mr. Fis- 
cher was a founder and the first presi- 
dent of Illinois Assn. of Life Under- 
writers. 


cautioned. In a free market economy 
it is impossible to avoid a continuing 
series of peaks, he said, stressing the 
view there will be a continuing up- 
ward trend but one moderated from 
time to time with edjustments. 

“Never discount your influence in 
the success story of life insurance,” 
Mr. Fischer told the agents. He warned, 
however, against being corrupted by 
success. Regardless of general business 
conditions, he urged cultivating a phil- 
osophy of proceeding on the idea of 
succeeding. When sales trends drop, it 
doesn’t necessarily mean life insur- 
ance sales also will go down. It is at 
this time particularly that the strong 
salesman will increase his effort, 
thereby getting a greater percentage 
of what may be a lesser amount of 
available business. 

When an agent cultivates the success 
attitude, he doesn’t have to worry 
about the pattern of business, Mr. 
Fischer emphasized. 





Says Public Giving 
Top Priority to Thrift 


(CONTINUED FROM PAGE 2) 
factors as social security and even the 
mutual fund plans, for all of these are 
mentioned now and then as competing 
for the consumer’s savings dollar. 
While they differ in objective and ac- 
complishment, each has an influence 
on setting aside money today from cur- 
rent income for future need, with 
varying emphasis and effectiveness. 
Past experience has shown that social 
security has not diverted large seg- 
ments of the insuring public away from 
life insurance. Similarly, there has 
been no disastrous effect from the in- 
suring of 16 million service men under 
National Service life. There is a cer- 
tain stimulation in all thrift and sav- 
ings that aids other forms of saving. 
A recent survey made by survey re- 
search center of University of Michi- 
gan for the federal reserve board, 
showed that only 66% of the families 
having no liquid assets owned life 
insurance, while 84% of those with 
Savings accounts or U. S. government 
bonds were owners of life insurance— 
this difference was generally true at 
all income levels. 

With the competitive forces greatly 
amplified today, there is a distinct haz- 
ard that, in the immediate rush for 
business, some of the attention to good 
public relations may be relaxed, Mr. 
Johnson warned, It is so easy for an 
agent, driving with intensified effort 


for more premiums, to exert a little 


more than extra pressure or let down 
somewhat in the care given to proper 
selling or in leaving an understanding 
of what is sold. 

It is also a natural by-product of in- 
tensified selling effort to find a de- 
creased service and follow-up job. 
Those are things which must be guard- 
ed against. The added selling effort 
which is to hold up or increase sales 
must be superimposed on top of the 
adequate sales and service job that 
has made so great a host of friends for 
the business. 

The important requirement is that 
all companies and field men recognize 
the reality of the competition, and ap- 
proach it with a positive, mental at- 
titude, and apply the effort needed to 
meet it. 





OK 100% Stock Dividend 
Stockholders of National Fidelity 

Life have approved an increase in cap- 

ital of $500,000, raising the total to $1 


million. The increase was effected by a 
transfer of $500,000 from surplus to 
capital, with a 100% stock dividend 
made payable May 20 to holders of rec- 
ord May 11. There now are 500,000 
shares of stock outstanding. 


LAA Annual Meeting 
Sept. 14-16 In N. Y. 


The annual meeting of Life Insur- 
ance Advertisers Assn. will take place 
Sept. 14-16 at Essex House, New York 
City. Robert S. Kieffer, assistant vice- 
president for field management Metro- 
politan Life, is general chairman. 
Program chairman is Henry M. Ken- 
nedy, Prudential director of adver- 
tising. Robert M. MacGregor, assistant 
manager of publications Phoenix Mu- 
tual Life, is exhibits chairman; A. L. 
E. Crouter, executive assistant New 
York Life, is chairman of arrange- 
ments, and Robert B. Adams, super- 
visor of advertising Provident Mutual, 
is promotion chairman. 

A. H. Thiemann, 2nd vice-president 
of New York Life, is president of the 
association. 

It will be the first LAA annual 
meeting held in New York City since 
1945. 


Allen & Co. Handling 


Cosmopolitan Stock 

NEW YORK—An underwriting 
group headed by Allen & Co. has 
worked out plans for marketing the 
bulk of the 162,080 outstanding shares 
of stock of Cosmopolitan Life of Mem- 
phis. This stock has a $5 par value. 

It is not planned to split the stock. 
No offering price had been announced 
up to Thursday. Cosmopolitan ranks 
268th in life insurance in force. Last 
Dec. 31 it had life insurance in force 
totaling $59,613,066, of which $57,828,- 
077 was industrial. 


Hagan Made Executive V-P 
of Midland National, $S.D. 


H. Smith Hagan, production vice- 
president of Midland National Life of 
South Dakota since 
joining the com- 
pany in 1952, has 
been promoted to 
executive vice- 
president. 

Starting in in- 
surance in 1929 as 
an agent for Pru- 
dential at Kansas 
City, Mr. Hagan 
soon was advanced 
to assistant man- 
ager, then to. home 
office inspector, 
and later to man- 
ager at St. Joseph, 
Mo. He went with Occidental of Cali- 
fornia in 1944 as home office super- 
visor, with offices at Kansas City. 
He later was transferred to the home 
office in Los Angeles, and in 1949 was 
named eastern division manager. 

Oran H, Kite, vice-president of Re- 
public National Bank of Dallas, was 
named to the board to replace Gerald 
C. Mann, investment counsellor at 
Dallas. 


To Vote on $5 Million Hike 
in Wash. National Capital 


An increase in capital of Washington 
National from $10 million to $15 mil- 
lion, to be effected by a surplus trans- 
fer, has been recommended by direc- 
tors. Stockholders will vote on the 
proposal at a meeting May 18. 

Washington National at the end of 
1954 had capital, surplus and contin- 
gency funds of $43,454,642, and assets 
of $193,620,835. 











H. Smith Hagan 





AFL Asks Laws to Ban: > 
Commission Charges 
in Absence of Agent 


AFL’s executive council has pro. 
posed state insurance law revisj 
including adoption of a code of stan. 
dards governing commissions ang 
charges, to protect interests of 
members in health and welfare funds, 

Payment of excessive service charges 
and commissions to agents and bro. 
kers should be banned, the coungj 
said. State regulatory bodies shoulq 
be made more representative of public 
and consumer interest, moving away 
from the tendency to be dominated by 
special insurance interests. These 
bodies should exercise greater respon. 
sibility for the integrity, competence 
and character of licensed agents and 
brokers. 

As a requirement for obtaining ang 
holding a license, the records of agents 
and brokers should be inspected regy. 
larly and reports should be filed with 
the state regulatory agency identify. 
ing every fee and commission received 
on group policies issued as part of 
health and welfare plans and the na- 
ture of expenditures made in their bus- 
iness operations. 

Excessive fees, commissions, ex- 
penses or improper payments to hold 
an account should result in revoca- 
tion of the license. At present, the li- 
cense offers no assurance that its 
holder is reliable or subject to really 
effective standards, the council said. 

State laws should be amended 50, 
when the services of an agent or bro- 
ker are not rendered, the requirement 
that commissions must be paid to an 
agent or retained by the carrier, nev- 
ertheless, be eliminated. 

Laws standing in the way of con- 
sumer-sponsored, non-profit medical 
service prepayment plans should be re- 
pealed to make constructive alterna- 
tives to limited cash indemnity plans 
more generally available to unions 
and other consumer groups. 

Revisions in federal laws, aimed pri- 
marily at public disclosure of finan- 
cial details in administering union wel- 
fare funds, also were proposed. Twelve 
measures were recommended for adop- 
tion by affiliated international and 
local unions. The proposals were 
adopted after the council considered a 
report prepared by AFL vice-presi- 
dents David Dubinsky, Al Hayes and 
Maurice A. Hutcheson, who were ap- 
pointed last year to propose new 
measures to protect union welfare 
funds following disclosure in New York 
of maladministration in the handling 
of some funds. 


April Production 
High for N. Y. Life 


NEW YORK—Individual policy 
sales for New York Life last month 
were $152,063,000, up 23% and the 
highest April paid business the com- 
pany has ever recorded. Sales for the 
first four months were $582,328,000, 
also a record for any first four months. 
Group for the first four months was 
$96,627,855, representing $4,594,793 in 
premiums. 





Prudential Names Rollins 


to Group Creditors’ Post 


Prudential has appointed Andrew M. 
Rollins director of group creditors’ in- 
surance. Mr. Rollins, who has been as- 
sociate director of consumer credit in- 
surance, joined Prudential in 1929. He 
served in the group sales office in New 
York City until 1941 when he was 
transferred to the home office. 
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This is a Life Insurance man 


He is always ready to lend a helping hand. 

If the volunteer fire company needs an 
extra man, they can count on him. If there is 
canvassing to be done for some community 
cause, he offers his services. 

He believes in his community and its 
future. He is a good neighbor; and the spirit 
of service that he shows springs naturally 
from his work. 


There—with friendliness and foresight— 
he serves his community as few other busi- 
nessmen can. 

He asks people to buy peace of mind—for 
themselves and their families. In today’s 
world, that is no small product to sell! 

Yet men do not always buy this product 
easily. He must have patience, understand- 
ing and wisdom. But — sooner or later — he 


sees his hard work justified. Somewhere a 
family lives without fear of the future be- 
cause of the life insurance he once sold a 
father who now is gone. 

Then a warm glow fills his heart. 

In private life—as in his chosen career— 
he is glad, indeed, to be able to help his 
neighbors do what must be done for every- 


one in the community. 


THE EQU ITABLE LIFE ASSURANCE SOCIETY OF THE U. S. 


Home Office: 393 Seventh Avenue, New York 1, N.Y. 
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MARKET WISE... 
MARKET READY 


Here is one of Great-West Life’s field-proven aids to 
organized selling—the Sales Guide to Business Life Insur- 
ance. This practical and comprehensive approach to 
Business Life Insurance planning is effectively assisting the 
sales efforts of Great-West Life’s representatives. 


The Sales Guide to Business Life Insurance and its related 
material is part of the extensive range of specialized sales 
tools provided by the Company for the profit and support 
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